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illumination over all 
...from wall to wall! 








A CEILING OF LIGHT 
... AT ANY HEIGHT! 


The new look for high-ceilinged rooms . . 3 ig ; 
A magic means of bringing high ceilings down 


to modern levels . . . and an economical Completely ea,iag Absolutely ated) 


means of “decorating” them, permanently, 
in the modern manner. (Leader tie-rods are NO OTHER OVERALL-TYPE FIXTURE CAN MAKE THIS CLAIM 
=< § adjustable and also are available in extreme 
NEW FOR OLD! lengths for long “drops.”) 








Only LEADERALL brings you all these valuable features: 


Reduces the cost of finishing new ceilings . . . Featherweight unit-frames .. . 
Transclucent moulded Vinylite (fire-resistant) louvers permit many more aper- 
tures per foot for maximum "‘sifting’’ of lamp rays and greatest shielding of 
lamps (45° visual cut-off) ... Insures highest quality of light for greater beauty 
and greater durability . . . Lightweight construction eliminates structural strains 
. . . Destaticized plastic louvers—dust-resistant, stay-white* Vinylite ... Adjust- 
able tie-rods . . . Units instantly removable for cleaning or for quick re-lamping 
..+ Complete rigidity— moulded units withstand rough handling by mainte- 


bibl ad yivernD 


LIGHT CEILING 


A revolutionary application of fluorescent lighting—light by the square 











*Furnished, on special equesl, in colorfast hues for color schemes. 





yard. An overall speedway of man-made sunbeams that speeds up 


ot worker efficiency. Calm, cool brilliance uninterrupted ... A cheerful, 


= « May-morning sky throughout the year. Super-rich beauty, plus a new 


; ; high in abundant light that’s kind to eyes. 
Light LIGHT... all in “white! 


Send for mechanical details —today! 
The lightest weight over-all type 





fixture on the market, thanks to vy \ Leader Fluorescent Fixtures are sold and installed only by the 

LEADER'S exclusive,one-piece moulded ? \ bai meee d 

translucent plastic louvers. They are \ ner WRENS ENS cenhuters. 

inflexible. Absolute uniformity, and , |r 
‘ . 7 . ‘ ’‘Ff ‘ ‘ -» 

more louvers per foot, achieving : \ L I: A D KE 3 EK L tp 7 Tk i¢ ¢ o Mi i A N } 

greater shielding of lamps, plus better oo 

diffusion of light, and no weight stress — 3500 N. KEDZIE AVENUE, CHICAGO ‘i ILLINOIS 


or strain on ceiling structure! 


West Coast Factory: 2040 Livingston, Oakland 6, California 





ELECTRICAL WHOLESALERS .. . Let us tell you how other 
leading Wholesalers are ‘cashing in” on ads like these, 
which are creating an ever growing demand for ECONOMY 
“De-Lay” Renewable Fuses and Renewal Links. .......... 


Prevent Interruptions to 
Electrically-Operated High Production Machines 


NEW 
Multiple-Spindle 
Automatic 
SCREW MACHINES 


Six independently 
cammed cross- 
slides are radially 
arranged about 
the spindle carrier 
axis, making pos- 
sible the same line 
of forming thrust 
for every position; 
minimizing over- 
hang, and allowing 
you greater inter- 
changeability of 
holders. 











HATE'S HOW so preven interruprion 


to high-production machines, due to momentary overloads 
and “fuse” blows in electrical circuits. 


Use ECONOMY “De-Lay” Renewable 
Fuses, which give safe protection where most 
overloads occur—in the 135 to 200% range. 


Placed in your electrical circuits, ECONOMY 
“De-Lay” Renewable Fuses prevent many 
“Blackouts” otherwise caused by current surges lasting 
only a fraction of a second. 


Leading Electrical Wholesalers stock 
ECONOMY “De-Lay” Renewable Fuses and Renewal Links. 


You are invited to 
write for the New 
Economy Catalog 


ECONOMY FUSE & MFG. CO., 2717 GREENVIEW AVE. CHICAGO 14, ILL. Ac Principat cinies 
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the NEW 
FLEUR-O-LIER | 
INDEX SYSTEM | 


— 












THE GREATEST CONTRIBUTION TO 
LIGHTING SINCE FLUORESCENT! 







Fleur-O-Lier Manufacturers proudly present to the lighting industry—the 





Fleur-O-Lier Index System—a method of specifying, identifying, and classify- 






ing fluorescent luminaires — with regard to their illumination characteristics. 






There’s been a long-felt need for a system of classifying fixtures—some method 





common to all who make, sell, specify or buy fluorescent fixtures. 





This is it. It’s simple, practical and basic. 






“Why hasn’t someone thought of this long ago!” say lighting engineers who 





have seen the Fleur-O-Lier Index System. 











As Simple a ABC 





The Fleur-O-Lier Index System is a simple method of identifying or describing 


any fluorescent luminaire on the basis of its illuminating performance. 





Fleur-O-Lier Manufacturers devised the index system to give the “facts of 
light’’ about each luminaire. Because this classification quickly indicates the 
basic illuminating performance of a fixture, it eliminates vague generalities, 


broad but unfounded claims and gives needed factual data. 





FLEUR-O-LIER acactacu 


Fieur-O-Lier is not the name of an individual manufacturer, but of a group of fixtures made by leading manufacturers. 


Participation in the Fleur-O-Lier program is open to any manufacturer who complies with Fleur-O-Lier requirements. 
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* For SPECIFYING Lighting Fixture Performance 
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¢ For IDENTIFYING Fi Lighting Fi 
for IDENTIFY vorescent ng Fixtures 
—s : 4 
‘ / 
express the illuminating characteristics and performance he recommends. 
2. It supplies a precise formula for fixture identification and classification that 
allows the buyer to vow he’s getting the illumination recommended. 
WHO'LL USE IT? 
Architects, lighting engineers, lighting consultants, lighting salesmen, con- 
tractors and utility lighting men . . . anyone who specifies or recommends 
lighting fixtures can use this simple, practical and fool-proof method to give 
an exact definition of the illuminating performance he selects for an installation. 
Fixture manufacturers will use the system to indicate the performance char- 
acteristics of their fixtures. 
Buyers and users will employ this method of indexing to make certain they 
are getting what the specifier recommends. 
HOW DO I GET IT? 
The Fleur-O-Lier Manufacturers have prepared a booklet which explains the 
Fleur-O-Lier Index System completely . . . what it is and how to apply it. It’s 
complete with tables. Use the coupon below to send for your free copy of the 
new booklet. 
3 
AND HERE’S WHY YOU SHOULD INSIST ON THE 
FLEUR-?O-LIER Ld 
The Fleur-O-Lier label means that the fixture safe and proper electrical design and materials, 
was built to exacting specifications—then tested, and tested, certified lighting performance. 
checked and certified by Electrical Testing To be sure of precise illumination characteristics, 
Laboratories, Inc. The Fleur-O-Lier label long trouble-free operation and complete user 
assures you of sound mechanical construction, satisfaction—insist on the Fleur-O-Lier label. 
eg ee ee eer ee ' 
| | 
Fleur-O-Lier Manufacturers 
| 2116 Keith Building | 
| Cleveland 15, Ohio | 
| 
CERTIFIED | Gentlemen: : 
i — | Please send me a free copy of the booklet describing | 
Requirements of | the Fleur-O-Lier Fixture Index System and containing 
ide toe l the Fleur-O-Lier Specifications and Testing Procedures. | 
+ -_ | 
Soegeirres Tertime | NAME. a | 
NEW YORK WY | —_ | 
COMPANY , 
. F 2 Ee | 
QV ———_ a | 2 STATE | 
ee ase acaricides all 
948 December, 1948—ELECTRICAL WHOLESALING 3 
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with 
SQUARE D’s 
PLUG-IN DUCT 


Production capability of the modern plant 
is directly related to arrangement of ma- 
chinery and equipment. Rearrangement 
may be necessary to take full advantage of 


an improved process or to permit econom- 





ical manufacture of a new product 
PLUG-IN DuCcT can be installed with a 
minimum of delay and expense near ceil- 
ings, along walls, or directly above ma- 
chinery to provide power where it is 
needed. It replaces the more conventional 
panelboards, which have conduit-enclosed 
feeders, typical of less modern installations. 
Write tor Bulletin 5600. Address Square D 
Company, 6060 Rivard Street, Detroit 11, Mich. 


Or get the complete duct story from your nearby 
Square D Field Engineer. 


SQUARE D COMPANY 











GET THESE FEATURES 


Round Copper Bus Bars provide greater 
mechanical strength and resistance to short- 
circuit stresses. Supports are non-carbonizing 
porcelain. 


Plug-in Units 
_ of either circuit 
» breaker or fusible 
switch types are 






easily installed at 2-foot intervals 
along both sides of the duct. Plug-in 
stabs grip the round bus bars with 
exceptionally high pressure. A hook- 
type bracket permits rotation of the " 
unit into place. A single clamp screw 4 
at bottom holds it there. 


Hanger Brackets of heavy 
gauge steel are two-piece 
construction to facilitate as- 
sembly around duct enclosure. 
They are suitable for either 
edgewise or flat mounting of 
duct structure. 





Flexible Connectors of lami- 
nated copper join bus bars be- 
tween sections to provide for 
expansion and contraction, permit PI 
proper alignment and insure tight 
joints. All bolt heads face outward. 
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CHANGE OF ADDRESS 


Director of Circulation, Electrical Wholesaling 
330 West 42nd Street, New York 18, N.Y. 


subscription 


Vame 


na December, 1448 ve 29, No 
i py Return postage guaranteed 
ripti te —United States and Ss 
Mate tr Ape WEnSGS, 2e-o° Old Address 
Vea Pat American Countries, 35.00 
eal All other foreign countrie $15.00 
veal Please indicate position and 
ered as second class matter August Vew Address 
e Act of Maret 1879 Cable addre 
Member of A. B.¢ Copyright 194s, | 
. West d2nd Street, New York 18 Vew Company Connection 
(hieago 11 Post Street, San Frar 
Angeles 14. Calif Aldwych House 
& Sansom St Philadelphia 3; 708-9 Oliver 
rt %: Bostor Atlanta ‘ New Title or Position 


Please change the address of my Electrical Wholesaling 











WHY JANUARY CAN BE YOUR BIGGEST 
AND HEAT LAMP MONTH EVER! 





) That’s when people want ’em most! 

Those blustery winter days make people long for 
summer sunshine and comforting warmth. Sales figures 
show that General Electric sun and heat lamp sales hit 
their peak in January! 

















") They’re featured in G.E?s January ads! 
fn Big, colorful ads on G-E sun and heat lamps run 
during January in the Post, Holiday, and Parents’. 
They climax the hard-hitting advertising that’s been 
building preference for G.E. ever since September! 

















©, 




















") G.E’s Sun & Heat Lamp campaign is in 

full swing! Customers can’t miss hearing 
about G-E sunlamps and G-E heat lamps! National 
magazine advertising, window displays, point of sale 
material, and dealer promotions are all at work .. ; 
selling ’em on General Electric. 


G-E L 


7 


To cash in... tie in! 

Get your dealers stocked up now! Urge them to 
feature G-E sunlamps for summer-time tan and heat 
lamps for comforting warmth in ads—in windows— 
on counters. The sales are there so get your share of 


those big, extra January profits! 


AMPS 
GENERAL @@ ELECTRIC 
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WHAT EVERY SALESMAN - 
SHOULD KNOW ABOUT 


Fluorescent lamp ballasts are NOT 
all alike. Some makes are offered 
for sale on a low price basis as a 
substitute sales argument in lieu of 
performance matched to the re- 
quirements of the lamp. It’s the design inside 
the metal box that determines the perform- 
ance of a ballast. And, here’s how electrical 
instruments registered the balance and re- 



























sulting performance of a dual 40 watt Acme 
Electric and 9 other make ballasts on an un- 
biased test. These figures will help you sell 
more Acme Electric ballasts, at a fair profit 
against the low price, poor performance makes. 
Fixtures equipped with these ‘‘off standard”’ 
ballasts are not providing the full rated watts 
to the lamp, resulting in below rated lumen 
output, premature end blackening and short- 
ened lamp life. 
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ACME MAKE MAKE MAKE MAKE MAKE MAKE } MAKE MAKE | MAKE 


LAMP a 

WATTS LEAD 40.6 | 31.1 | 32.6 | 

OUTPUT | LAG 40.0 394 | 388 
TOTAL 80 6 70 5 71.4 


% LIGHT LOSS NONE 119% 108% 


D E F G H I J 
32.0 | 34.2 | 33.7 | 31.1 | 308 | 364 | 322 
403 | 410 | 401 | 396 | 394 | 421 | 41.0 
7223 | 752 #738 #707 #2702) 785 | 73.2 
96% 60% 7.7% 116% 123% 19%. 85% 








ACME ELECTRIC CORPORATION 


6712 Water Street Cuba, N.Y. 


T RAN S&S FORME 


“tC 
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Acme Electric manufactures Luminous Tube Transformers —Fluores- 
cent Lamp Ballasts —Cold Cathode Lighting Transformers and Bal- 
lasts —Mercury Vapor Lighting Transformers —Radio and Television 
Transformers —Electronic Transformers — Door Bell, Chime and Sig- 
nalling Transformers—Safety Transformers—Voltage Regulating 
Transformers—Step Down Transformers—Control Transformers — 
Warp-stopTransformers—Air Cooled Power Transformers—Rectifiers. 


IN CANADA: ACME ELECTRIC (CANADA) LTD. 
824 Notre Dame St., West Montreal, Que. 


~1 
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Gud, THIS IMPORTANT ADVANTAGE — 
PRACTICALLY NO VOLTAGE DROP! 


Contacts that carry maximum currents with a minimum 
voltage drop are only part of the many new advantages you 
get with Bendix-Scintilla* Electrical Connectors. The use of 
“Scinflex”” dielectric material, an exclusive new Bendix- 
Scintilla development of outstanding stability, increases 
resistance to flashover and creepage. In temperature extremes, 
from 67° F. to +300° F., performance is remarkable. 
Dielectric strength is never less than 300 volts per mil. 
Bendix-Scintilla Connectors have fewer parts than any other 
connector on the market —and that means lower maintenance 
costs and better performance. 


1 
\ 


Available in all Standard A.N. Contact Configurations. 
Write our Sales Department for detailed information. 


BENDIX. 
SCINTILLA> 
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N° wonder it’s so popular with electrical | 
workers everywhere! Gold Seal Tape sticks j 
to the job tighter, longer! It tears clean and 
does not dry out, peel, ravel, or smear the hands. | 
And it can’t be beat for high dielectric strength. | 
Gold Seal’s laboratory controlled production 
assures plenty of lasting “tack” in the friction 
I compound ... with every fiber of the top qual- 
ity base cloth thoroughly impregnated. | 
Be sure to stock up on factory-fresh Gold Seal 
.. each roll cellophane wrapped. In single rolls 
' or handy 10-roll containers... both consistently 
advertised. Jenkins Bros., (Rubber Diy.), 80 
White Street, New York 13, N. Y. 
s 
Po > £; 
Seisas> | 
Gi™ xs 


FRICTION and RUBBER TAPES 
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ROYAL Chyatal 
THE Original oinss-rt0P FUSE 


.. and LEADER ever since! 





ROYAL-NOARK KavewadZe CARTRIDGE FUSES 


Never before a renewable fuse so easy to renew 


. sO easy to assemble! 







ROYAL-NOARK Aow-Kewewcble CARTRIDGE FUSE 
5 ways better....on the INSIDE.... 


where it counts! 





WRITE FOR CATALOGS 


PLUG FUSES * CARTRIDGE FUSES 
FUSTATS © WIRE © CORD SETS *© TROUBLE LITES 
DECORATIVE CHRISTMAS LIGHTING 
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Another interesting application 





NPS THIS 


Lighis 


B. F. Goodrich Chemical Company ... = 


ey 


_ 


— 


iw year’s Christmas tree lights made by Noma will feature wire insulation made 

from GEON. They will be safer because the insulation is self-extinguishing in case 

of fire. The strings will be lighter weight. easier to handle because the insulation is 

thinner, smoother. more flexible. than old-fashioned insulation. They will last longer 

because the insulation resists wear. aging. heat. and flexing—won't ever get gummy. crack, 
or peel from the wire. 


These properties, plus resistance to oils and 


PAOQOE Rh 
CHRISTMAS LIGHTS 


greases. foods and chemicals. water. acids. 
mildew. sunlight, and most other normally 
destructive factors, have made versatile 
GEON the ideal material for literally 

for GEON raw materials hundreds of products in the home 
and in industry. 

GEON can be pressure or Injection 


molded. extruded. calendered or cast into sheet or film. applied asa coating lo 


. . . , . . . a 
textiles, fibres. and papers. Products made from GEON may be brilliantly or 
delicately colored, flexible or rigid. clear or opaque. While we make no . N WY 
finished products from GEON, we'll be glad to work with vou on special / 


.’ 
applications. Just write Dept. K-12, B. F. Goodrich Chemical Company. ’ \Y 


Rose Building, Cleveland 15, Ohio. In Canada: Kitchener, Ontario. 


Wire manufactured bu 
The Ansonia Electrical Livision 
f Nema Flectric Corr 





GEON polyviny! materials > HYCAR American rubber + KRISTON thermosetting resins » GOOD-RITE chemicals 
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574 TOUe It’s Republic’s free 78-page book, which tells 











guectaualt® ot asian the complete story, with text, illustrations and 
waaay 9 Nod, diagrams, about bending modern Inch-Marked* 
te area wnat oh ELECTRUNITE E.M.T.—the ORIGINAL 
Wee etter Sa erate, lightweight rigid steel wiring raceway. 
obo rosse am SO hy oe Introduced in 1943, approximately 25,000 copies 
0 on ee oP of this book have been sent upon request to 
yar ALE ONTE contractors, maintenance men and electricians— 
a the CE catrate men who use and specify raceway 
material; and to students and apprentices— 
your customers of tomorrow. 
This is but one of the ways in which Republic 
provides strong support for the individual sales 
effort of ELETRUNITE Distributors. It’s 
a Ay, another reason why ELECTRUNITE 
"Va / Ny continues to hold a wide first place margin 
i ca ) in E.M.T. brand preference surveys. 
\ On this, your fortieth anniversary, please accept / REPUBLIC STEEL CORPORATION 
\ our sincere best wishes for your continued STEEL AND TUBES DIVISION + CLEVELAND 8, OHIO 
XY growth and success. To each of you who Export Department: Chrysler Bldg., New York 17, N.Y 


have helped make possible the universal 
SS eceptance of our product—thanks a million. 


— 


i 


“* 
9M tee 


ELECT RUNITE BLE 


5 : 
* sore Ge 


LIGHTWEIGHT THREAODLES S RiGiobD STEEL RACEWAY 


12 ELECTRICAL WHOLESALING—December, 1948 








{ nN 
Ae 
Th 
Cor 


tha 


aces 


tion 
Lat 
this 


Dec. 


CS 








A New Advancement in the 


MOST MODERN WAY of FACTORY LIGHTING 


eee ees 


the ne SHIELD. minimizes EYE FATIGUE} 


eae, 





more LIGHT with greater 


Brightness Con trol ! 


\ New Aid to Better Work, Fewer 
(Accidents, Happier Employees, 
Through Better Seeing Conditions 


Comfortable Seeing Conditions require 
that adequate Brightness Control must 
accompany the higher levels of illumina- 
tion now being demanded by industry. 
Latest development in the solution of 
this problem is Longitudinal Shielding 





‘SYSTEM OF FLUORESCENT LIGHTING 


DISTRIBUTED EXCLUSIVELY BY ELECTRICAL WHOLESALERS 
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which is a feature now available in the 
Benjamin Twin Lamp Lite-Line System. 


Placed between the lamps, this shield 
provides an additional | 4 degree zone of 
shielding at the workers” eye levels. It 
minimizes glare without materially 
affecting the effective illu- 
mination on vertical and 
horizontal working areas. 


Wms is 
tae 


There are 


Vy 


if 





-- 
- 
- 
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7 WOW shielding 


many other refinements in 
Lite-Line 40 
which safeguard against energy wasting 


glare. Among them are the light diffus- 


design and construction 


ing Porcelain Enamel reflecting surfaces 
and the design of the reflector contour. 
These help make possible the attain- 
ment and maintenance of higher 
levels of illumination with greater 
seeing comfort. 


R.3039 











esl om aE oe 

FREE DATA BULLETIN & 
BENJAMIN ELECTRIC MFG. CO., Dept. GG, Des Plaines, Illinois ‘ 
Without cost or obligation, please send Lite-Line Data Bulletin “LS” « 
Name Title a 
Fim _t 
Address ——— ' 
City e 
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__ State ‘ — 
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® Thinwall Conduit © Rigid Conduit @ Metallic and Non- 
Metallic Cable @ Flexible Steel Conduit © Service Entrance 


Cable ® Grounding Devices ® Lighting Fixture Fittings 


manufacturers for over 30 years 


Sold ZT rou gh Ehslites [ Wh a hs 


representatives in principal cities 


e 1639 walnut st. e chicago 12, ill. 


midwest electric mfg. co. 











THIS HANDLE 





» DANGEROUS 
OVERLOADS 
Occur! 


‘THERE'S NO WORRY about short 
Fi situs oc Stetloads i in the plants, stores and 
offices that are equipped with @ Panelboards 
made up with @ Thermag Circuit Breakers. 


_ These efficient circuit breakers interrupt any _ 
dangerous current by operating automatically 
and tripping the handle to the “off” position to 
indicate the cirGiit in trouble. There’s no inter- 
. i mediate handle position ... nothing to 
' sua lace...no danger of shock. 
Gor Automatic a = | 
- ee This modern safety and convenience 
CIRCUIT PROTECTION | 3 _ is the result of a thermal-magnetic action 
tettall i | : that automatically opens the troubled 
oe : | Citeuit...and as long as thetrouble 
Q PANELBOARDS | :: | remains, the circuit breaker will con- 
20 : = tinue to trip to the “off” position when 
with ie has tal ia tetde eo centtte setvice. 
THERMAG = "Once the cause of trouble has been 
; eliminated, the circuit breaker handle 
AKERS ee : 
ee Se — can easily be flipped to the “on” position, 
Shockproof and simple to operate, € Thermag Panel- restoring the circuit-to normal operation. 
boards canbe ntl ina se lent rear ofice, "See your nearest @ Representative for 
only; single or double pole; 4 to 42 branch circuits more details (he’s listed in Sweet's), or 
with 3 wire and 4 wire solid neutral mains. write direct for Bulletin No. 301. 





Jrank eC(dam Glectric Co. 


ST. LOUIS 13, MISSOURI 


f suspuct « ‘PANELBOARDS © SWITCHBOARDS © SERVICE 
° SAFETY SWITCHES ¢ LOAD CENTERS © QUIKHETER 
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with 


Guthlite 


“Jacknife” Maintenance 


D STARTERS! 


It’s so simple — and 

1 it’s all accomplished right from the floor! 
he No ladders — no fuss — no bother! A twist of the 
te ~ wrist with the light-weight magic maintenance 
wand and the GUTHLITE swings open on the patented 
Jacknife Hinge. Then lamps or starters are 

quickly replaced, and the reflector swung back up. 


It takes just a few seconds — and anybody 





can do it, even a child! 
YOU'LL WANT ALL 


4 WRI Sy. 7 r1P5 
GUTHLITE *7éRS ARE aT YOUR FING 


WRITE TODAY FOR BULLETIN 845F * Trade Mark, U.S & Can. Pats. Applied For 


— THE a UMW Ls WAY! 





Pe ee 


THE EDWIN F. GUTH CO. + ST. LOUIS 3, MO.’ Tu) 


LEADERS iN LIGHTING SINCE 1902 
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For Entrance Service 
in Small Homes, Cottages, Stores, 
Farm and Dairy Buildings 


For Lighting 
and Appliance Circuits in Homes, Stores, 
Offices, Factories and Farms 


This better-bui/t small size Multi-Breaker 
offers every feature found in big 
Cutler-Hammer Multi-Breakers. It has 
bi-metal thermal trip which permits safe 
momentary overloads, coilless magnetic 
trip which acts instantly on short circuits, 
sealed adjustment, cover mounted mech- 
anism for easy installation, and many 
other features. Rated 15, 20, and 30 
amperes on 120/240 volts A.C. With 
grounded insulated neutral, Under- 
writers’ approved for entrance service 
and lighting and appliance circuits. 
CUTLER-HAMMER, Inc., 1327 St. Paul 


Ave., Milwaukee 1, Wisconsin. 
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Factory-calibrated and seal- ; 
ed mechanism with screw | 
adjustment of thermal trip. 








Flush or surface mounting 
for looks and convenience. 


CUTLER-HAMMER 
a 
sREAKER = 











Your industrial customers must improve processing 
efficiency to stay ‘‘out of the red’’ these days. That 
calls for a minimum of shut-downs. Inside-the-plant 
power failures can’t be tolerated. Realization of this 
fact has boosted sales of AmerTran Oil-Immersed 
Distribution Transformers. 


These transformers are noted for enduring service with 
minimum maintenance. Today’s AmerTrans are the 
product of almost 50 years of specialization in the 
manufacture of high quality transformers. 

















Your customers know the AmerTran reputation. That 
offers you an opportunity to add healthy stimulation 
to your transformer business through profitable sales 
of AmerTran Oil-Immersed Distribution Transformers. 


AmerTran Distribution Transformers 
meet all requirements of A.1.E.E., 
A.S.A., E.E.1I., and N.E.M.A. 


AmerTran Pocket-Type 
High Voltage Distribution 
Transformer—50 KVA— 
5 KV class. 





AmerTran Cover-Type 
High Voltage Distribution 
Transformer—10 KVA— 
15 KV class. 


mac uv 6. Pat 


MANUFACTURING SINCE 1901 AT NEWARK. N J 


AMERICAN TRANSFORMER COMPANY 
178 Emmet Street Newark 5, NJ. 


Pioneer Manufacturers of Transformers, Reactors and 


Rectifiers for Electronics and Power Transmission 
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sizes of cable. 


AUSTIN 
No. $0-36 


Watertight 
Connector. 


Cutaway view 
shows how 3- 
point compres- 
sion forces 
rubber gland 
around entire 
circumference 
of cable 





AUSTIN No. GR-1 


Grounding Ring For bonding meter 
box to artificial ground Tight connec- 
tion and positive bond, without sold- 
ering. 





0 
No. 158 d 
AUSTEN yee Entrance — 
F an . ance 

Combination EN recommended 


s 
F lang ut-puilding 


; accordan 
trances 1" License ‘ 
specification’, 7734640 Rust 

s a 







less aluminum 
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ENTRANCE CAPS 
AND FITTINGS 


for Service Entrance 


Cable and Rigid Conduit 


For modern Service Entrance wiring you can't beat the 
complete AUSTIN line of caps, cables and fittings. 





























Sold Only Through Electrical Wholesalers 


WHOLESALING 


FITTINGS FOR SERVICE 
ENTRANCE CABLE 


The AUSTIN Line includes a wide variety of connectors to fit all the various 


AUSTIN 
No. 0-36 


Hex Nut Water 
tight Connector 
Special rubber 
bushing tightly 
grips cable when 
cap is screwed 
down 


AUSTIN 
No. 6009 


Non-watertight 
Connector 
Takes a wide 
range of sizes 
and types of 
cable, round or 
oval, without the 
use of shims or 

inserts 


ither vertical or 
e 


position 


d Se 
Cable En 
with armor’ 


etallic 
Three hole 


sure 
expo 
hnorizor 
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AUSTIN No. 1572 

Entrance Head Furnished with a 
one-hole mounting bracket for quick 
and easy attachment to building. 
Cable is held into the head by an 
internal clamp. Made of rustless 
aluminum 


AUSTIN No. 275 

Oval. One Hole Strap. Rustless alum- 
inum one hole strap for oval shaped 
cable 





AUSTIN No. L-63 

Sill Plate Provides metallic protec- 
tion to service entrance cable at the 
most hazardous point where it enters 
the building. Makes a safer and bet 
ter appearing installation. 


AUSTIN No. 2275 

Oval, Two Hole Strap. Rustless 
Aluminum two hole strap for 
oval shaped cable 


AUSTIN No. T-238 

Two Cable Strap. Made of 
rustless aluminum, for two 
cables. One hole 













AUSTIN No. F-63 
Rustless Aluminum Floor 
Plate 
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NORTHBROOK, ILLINO/S 
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THESE NEW TWIN TRIUMPHS OF 


And no wonder! After two years of exhaustive research, 
Day-Brite has engineered into these superb fixtures all the 
features YOU want most. 


Greater efficiency --- more ease and economy of 


installation and maintenance - -- smarter functional 
styling --- added flexibility of application gee 


they're all yours in the versatile LENOX-2 and LENOX-4. 


HIGHLIGHTS OF THE NEW LENOX “TWINS’: 


Two 40-watt lamps (LENOX-2) oF four 40-watt lamps (LENOX-4) 


in matchin 
easier - than-ever vision. 


+ Ceiling or suspension mounting - -- singly or in conti 


> Rugged, rigid all-steel precision - built construction. 


Send today for the complete LENOX 
story, including detailed installation 


and performance data. 


*T. M. Reg. U Ss, Pat. Off., Patents Pending 


g fixtures engineered for low brightness ratios. -- 


nuous runs. 


\1’s EASY TO SEE WHEN IT’S > 


ITE 


a 
AEE Alirrs 


,5405 Bulwer Avenue, St. Lovis 7, Mo. 


Day-Brite Lighting, Inc. 
hrough leading electrical supply houses 


Nationally distributed t 


In Canada 


Address all inquiries to Amalgamated Electric Corp. utd., 


Toronto 6, Ontario 


I rRi 4 pany . 
a ‘Al her ) 
b F(¢ ( Ve i¢ | I i) l dec em I¢ 18 








“We have found Plug-In Strip to be 
all you claim for its ease of installa- 
tion on the job, the saving of labor, 
the complete service it renders and 
the economy as compared to indi- 
vidual outlets.” 

Electrical Contractor 


“Plug-In Strip lends itself to a multi- 
plictty of applications, and we now 
have not only electrical contractors, 
but also department stores and in- 
dustrial accounts using this type of 
convenience outlet system.” 


Electrical Wholesaler 


“We have several contracts on office 
buildings that were awarded after the 
brick walls had been erected and the 
tenant space not yet sub-divided. 
The problem was how to get an 
adequate number of outlets to meet 
unknown demands with a minimum 
amount of brick and concrete cutting. 
We found Plug-In Strip to be the per- 


fect answer. Electrical Contractor 


“In our new office addition, we have 
used LOPO-TRIM to carry telephone 
circuits and CF2 606-18 PLUG-IN 
STRIP in 110v outlets for office 


ea Manufacturer 


“Your new Plug-In Strip with its cut- 
in-the-field feature and fast method 
of connection is a big improvement.” 


Electrical Contractor and Engineer 


“Especially in renovating, we found 
that Plug-In Strip installed very 
smoothly, eliminating considerable 
amount of breaking into the struc- 
tures... We are proud of our instal- 
lations, have made profitable jobs, 
and lastly our electricians like to 
work with it. Electrical Contractor 


“We have found that there is no waste, 
and Plug-In Strip was very easy to 
install. Electrical Contractor 


“In every case the installation of the 
required number of duplex outlets 
would have been more costly than 
Plug-In Strip. Also we found Plug-In 
Strip to be very profitable material 


o@ wee. Electrical Contractor 


“I have installed Plug-In Strip 
throughout my new ranch house.” 


Home Owner 


“We are more than pleased with this 
baaagirse | method of adequate wir- 
ing, and recommend it for stores, 
homes, industrials, hospitals, hotels 
and anywhere that adequate outlets 
are required. Electrical Contractor 


“In some of the residences we have 
built, we have used your Plug-In Strip 
exclusively rather than the conven- 
tional duplex receptacle arrangement.” 


General Contractor 


“Industrially, the uses of Plug-In 
Strip are innumerable ... We have 
used the strip to great advantage on 
electrical work-benches, radio work- 
benches, etc. It allows the use of 
soldering irons, small electric motors, 
light welding, etc., all at the same time.” 


Electrical Contractor 


Excerpts from letters. Names on request. 


National Electric Products Corporation 
1310 Chamber of Commerce Building 
Pittsburgh 19, Pa. 


Please send me your Catalog CF-2 on the NEW NE 
Plug-In Strip. 









NAME 





ADDRESS 


Rational Electric 


RVOOCTS CORPCVRBATION 





‘PRINTED PROOF IS FOOLPROOF! 


that's why the Printing Calculator makes all your 


figure work faster, surer, easier 
























@ Only the Printing Calculator multiplies and 
divides automatically, adds and subtracts, and 
prints every factor and answer on the tape. And 
only with the printed tape do you avoid what 
other calculators require—re-running problems 
for proof (wastes time) and copying answers 
from hard-to-read dials (invites errors) .For only 


} 


the printed tape gives you immediate proof of 


accuracy plus permanent proof for your records, 
O C ( 


Whatever your figure requirements, the Printing Calculator 
promises faster, easier, less costly operation It gives you I0- 
key touch control, electrified feature keys, automatic com 
pletion and clearance... time savers, work savers, money 
savers all. For the whole cost-cutting story, call your 

local representative, or write Remington Rand Inc., 


Dept. EW-12, 315 Fourth Ave., New York 10, N. Y. 










Clip the printed tape to your invoices and state- 





ments. Customers appreciate this proof of accuracy.” ; 
SIM 
‘ , 


ma 
* 
~ 
3 
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- = vel 
+. 
‘cron wv 


ne 


e 
The , automatic Printing Calculator Reminglon Rand 
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LIGHTEST! Complete hoist weighs less than 12 


Ibs., yet has % ton capacity. 


SIMPLEST! Only one control for Up and Down 


and automatic Free-wheeling —By far the easiest to 
operate. 


FASTEST! Easy to rig—quick to use — operator 


can also vary lift per stroke. High efficiency means less 
fatigue. 


 @ ts 
Oo f ft GOUGH 


’ Universal Operation—Handle operates on 
either side for lift or pull. 
Positive Pawl Action — A ratchet type hoist — 
No friction brake to slip. 

’ Self-Lubricating Chrysler Oilite oil cushion 
bearings used throughout. 

’ Super-Strong Chrome nickle molybdenum steel 
sprocket shaft. 
Heat Treated Aluminum housing and lever — 
the same high strength alloy used extensively 
in aircraft because of its lightness and dura- 
bility. 
High Strength Chain — Every chain proof-tested 
to 2'2 times rated capacity of hoist. 

7 Forged Steel Hooks — Normalized for ductility 
and safety. 
Factory-Tested — Every hoist fully tested to 
100% overload before shipment. 
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The Jiffy-Lift is Ideal for: 


Tightening Guy Wires 

Pulling Cables and Messenger Wires 

Skidding or Lifting Heavy Equipment 
Lifting in Close Quarters 
In Short, Any Lift or Pull 

ORDER FROM YOUR JOBBER, OR WRITE FOR 
ILLUSTRATED FOLDER 

MONEY-BACK GUARANTEE 


JASPER BLACKBURN PRODUCTS CORP. 


Builders of Quality Products for 15 Years 
FIRST, MADISON & CLINTON STS., ST. LOUIS 6, MO. 
PHONE CEntral 3007 
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ue CLARK STARTERS 


FOR A. C. MOTORS REVERSING APPLICATIONS | 
























@ Bulletin 6030 Reversing Starters consist of 2 A. C. Contg 
mechanically interlocked to prevent simultaneous closing 
contactors. Available in sizes 0 through 6 for standard 
plications and sizes 0 through 4 ‘or plug-stop or jog 


Type 1, 1A, 4 and 5 Cabinets. 


Bulletin 6040 Reversing Starters have 2 confi é i iG 1 ia | ait 
and breaking the power circuit, a Circuit Breaker © os ed 
protection, and an overload device. Available in size 
5 for standard reversing applications and sizes 0 throug 
plug-stop or jogging duty. NEMA Type 1, 1A, and 5 Cabi 


Bulletin 6038 Reversing Starters consist of 2 A. C. Contactors for 
making and breaking the power circuit to the motor, a disconnect 
switch for isolating the circuit, and an overload device. Available 
in sizes 0 through 5 for standard reversing applications and sizes 


0 through 4 for plug-stop or jogging duty. NEMA Type 1, 1A and 
5S Cabinets. 


All of these starters for plug-stop and jogging duty 
Control Circuit Contacts for electrically interloc cing 


THE CLARK LINE OF REVEI 
IS THE IDEAL LINE FOR DIS&s 


RS 
DLE 


tHE CLARK CONTROLLER co. 








¢ 


L 
rs 
®YTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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What's your score? 


on full-line sales? 
+ ——} 
" what's your ee 


(a tree el x ‘\ 
1 








ton Materials 


gp evectRic 


Are you following up these advertisements by talking, and selling 
the full General Electric line to your wiring-material customers? 


Through these advertisements, and with a steady stream of promotional pieces, we 
are giving your customers a better picture of how they benefit when they buy from 
the full General Electric line. We tell them that each part of the line is made for ready 
use with other G-E wiring materials; that it’s a line designed for convenience—in 
ordering—in installation—and in maintenance. And that it’s backed by experienced 
men, who are always ready to help with engineering and application counsel on 
every job—that it’s the kind of one source, one complete-line service that makes it 
easy for them to do a top-notch wiring job. 

We're providing the “door opener” for you, to make your job easier. Why not take 
advantage of this boost, and sell the complete General Electric line? 

We'll be glad to give you full information on any products in this full line. Just 
write to Section K13-1226, Construction Materials Department, General Electric Com- 
pany, Bridgeport 2, Connecticut. 


Construction Materials 
GENERAL @® ELECTRIC 
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ELECTRO MANUFACTURING 


CORPORATION 


IN FLUORESCENT LIGHTING 


THE MARK OF THE FINEST * 


194 
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“Cold can’t crack this wire 


.. It's Laglex RU 


Wire Engineer. Nor will Laytex 
soften at high temperatures. Elec- 
tricians find that Laytex RU permits 


“Even at temperatures of —60 degrees 
Fahrenheit, Laytex RU will not 
crack,” says Mr. USRUBBY, the 


Chil wiring wit RU? 
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more wires per conduit, because it is 
America’s smallest diameter natural 
rubber covered building wire. Its 
conductors are perfectly centered in 
the insulation. There are no danger- 
ous thin spots. Laytex RU is easily 





and quickly stripped. Moreover, the 
insulation can be rolled back to the 
braid—and back again over the 
barrel of the terminal. Laboratory 
tests prove that Laytex is tops in 
tensile strength. It will withstand an 





unprecedented amount of stretch be- 
fore breaking, and in all other physi- 
cal and electrical] qualities far exceeds 
other building wires. U. S. Laytex 
RU carries the label of the Under- 
writers’ Laboratories and is listed in 
the National Electrical Code as an 
all-purpose wire. Send today for 
sample plus booklet containing more 
details about Laytex. Write Wire 
and Cable Department, United States 
Rubber Company, 1230 Avenue of 
the Americas, New York 20, N. Y. 


*Reg. U.S. Pat. Off. 


-- US. LAYTEX RU --- a 









A PRODUCT OF 





UNITED STATES 
RUBBER COMPANY 
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In the heart of the apple country, the fertile 
Shenandoah Valley, is the new office building 
and the plant of the NATIONAL FRUIT PRODUCT 
COMPANY, Winchester, Va. 


The WALKER UNDERFLOOR SYSTEM And here is another great industry now being 
is an active servant in this new building of served by the WALKER Underfloor System which 
the National Fruit Product Company. (Note provides a multitude of outlets for power, light, 
especially, in the upper illustration, that 
the Walker System is readily adapted to 
radiant heat installations.) 


telephone and intercommunication. 


Nearly a thousand electrical outlets are fur- 
nished by the Walker System... outlets which 


Architect: 


ELMER E. BURRUSS, 


Charlottesville, Vo. are available at practically any point of 
An WARNER & SON, the entire floor area. Ready for the immediate 
tit——eu=«u"" = needs of today. . . and ready for changes and 
BAKER & ANDERSON ELECTRICAL CO., new needs of tomorrow. 


Winchester, Va. 
Electrical Distributor: 


Tri-State Electrical Supply Co., Inc., 
Hagerstown, Md. WALKER BROTHERS 
Conshohocken 54, Pa. 


Write to us for our Catalogue No. 1 46 or consult 
Sweet's Architectural File for further details. 


ae aeiaes UNDERFLOOR SYSTEMS" 
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“THESE two massive, new trailer-trucks get 

Moe Light stock started to you as fast as it 
rolls off the mechanized Moe production lines. 
They are on daily duty, delivering your merchan- 
dise from the modern Moe plant to the great 
truck and freight terminals in Chicago. They see 
that your order gets under way without delay. 


That’s one of the steps Moe Brothers is taking 
to give you better service — to help you make 
more profit from the Moe Light line. And it is 
just one step of many. Other steps include: 


1, A continuous program of design creation — to 


give you a steady flow of smart, salable items. 


—— 


FOR T 
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to help you meet the growing demand 


A T K 





for Moe Light Fixtures 


2. A constant effort to improve our production 
methods — to give you superb quality in fix- 
tures you can sell at a competitive price. 


3. An effective merchandising and sales promo- 
tion program—to move your stock at a profit- 
able rate of turnover. 


Tie into this Moe Light sales-building program 
with a special effort of your own. Maintain a 
complete stock at all times for your dealers. Be 
ready to fill their orders promptly with the exact 
items they specify. Help them merchandise the 
Moe Light line. That’s the way to build their 
business — and the way to build your profits! 


P-14A 


MOE BROTHERS 
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The tape you see MOST 
.».in electrical tool boxes! 


The contractor buys ACCURATE 
Tape because he knows it goes on fast 
and stays put... tears off clean at the 
finish and won't ravel. 3 
The wholesaler sells ACCURATE 


Tape because he knows a good thing 


Kon 
Gy 


when he sees it. He stocks the brand 

that dealers say outsells others so he 
can supply what’s wanted—keep his 
inventory moving—and deliver fresh, 


clean goods always! 


When it comes to fast sellers, you 
can’t beat ACCURATE Tapes for 
speed. Check your stocks of friction 
and rubber tape, today. Then make 
your next order ACCURATE! Accu, 
rate Mfg. Company, Main Offices & 

Plant: Garfield, New Jersey. 


CENTURY 


> 


TAPES | 
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OVER A QUARTER ) OF TAPE 
SPECIALIZATION 





SEARCH LEADS TO 1000-FIXTURE ok am a. 
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WANTED 


by BRAUN in California 


engineers and 
mbra, Califor- 
nt lighting 





c. F. Braun & Co., 
constructors at Alha 


qa, sought 4 fluoresce 


a would be suited to 


fixture which 






table to 
: a ds, and adap 
their own nee ns. After 






installatio : eh per-aa" EXECUTIVE STAFF DINING ROOM 

other types of in sous fix- ' s re at C. F. Braun and Co. demonstrates 
ss rari 2 Aum Fe e 
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at FRINK in New York 


A thoroy 
&hly . 
h Practi 
ighly efficient jn ‘oe 
ion; 


N Continuous 
unique feat 





HOW YOU CAN FIND complete lighting satisfaction. The Frink 
PLAN-O-LITE sample packet forcefully demonstrates the advantages 
of planned fivorescent lighting. It gives you 8 custom-designed 


P . PLAN-O-LITE layouts and engineering dota for typical Frink instal- 
ENGINEER'S OFFICE—Fixtures lations, with photos of the results. FREE for the asking while 


blend with smart interior. All supply lasts. Write today to Dept. 12M. 

L-I-N-O-L-I-T-E fixtures are hand- 

somely designed and made with 

craftsman-like attention to every T H E F R I N K Cc oO R P oO R A T I oO N 
detail. 27-01 BRIDGE PLAZA NORTH, LONG ISLAND CITY, N. Y. 












PITTSBURGH REFLECTOR COMPANY INTRODUCES 
ITS NEWEST ‘'PRESIDENTIAL’’ DESIGN..... 


In 2, 3 and 4-lamp models using 

J ? 40-watt, T-12 Fluorescent Lamps. 
WU Curved glass side-panels and flat 

bottom panel of Alba-Lite Glass. 


SN BEAUTY AND DISTINCTION — 


~ 


ape RAR a HES Daten 7 rarities: 
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Flexible and functional in design, the completely glass en- ment you can meet all interior and exterior illumination 
closed A-8000-A Presidential Luminaires are outstanding in requirements. 

appearance and style and are equally adaptable to surface 
Or pendant mounting, individually or in continuous row 
When surface mounted, end-to-end, the ‘‘bridge-truss”’ 
chassis construction of ‘‘The Grant’’ Series insures snug 
ceiling fit and gives that desirable “built-in” appearance 
Patented hinged construction of the bottom panel permits 
quick and easy maintenance. 


Pittsburgh Permaflector Equipment gives you more ‘‘saleable 
features’; more customer satisfaction; quicker turn-over 
Why not investigate the profit possibilities inherent in this 
complete line? For more information contact your nearest 
Pittsburgh Permaflector representative, or write direct. 


“The Grant” Fluorescent Luminaires are typical of the 
scientifically engineered, individually styled equipment you 
can offer your customer when you handle the Pittsburgh 
Permaflector line. Whether your customers require lumi 
naires, recessed troffers, fluorescent strip, incandescent show- 
window reflectors or other lighting equipment . .. with 
Pittsburgh Permaflector Fluorescent and Incandescent Equip 


GET THE FULL STORY OF HOW 
TO ACHIEVE CUSTOM LIGHTING 
RESULTS WITH STANDARD 
EQUIPMENT 





Clear, concise and up-to- 
date—Catalog 48-F gives 
specifications, illumination 
values, descriptions, uses, 
application suggestions 
and other pertinent data 
on Pittsburgh Permaflector 
Fluorescent Equipment and 
Companion Incandescent 
Equipment. 


*eee ee eennee 





OD 
Permaflector 


Lillsbu egh Reflector ¢ ompany 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT 


Write on your letterhead 
for Catalog 48-F. 









Permaflector Lighting Engineers in all Principal Cities 





. | 
* 
* 
* 
® 
* 
* 
* 
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PITTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 
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& There's a steady market for General Elec- 

@@ ? tric’'s M & D dry-type transformers for 

; power and lighting circuits 600 volts and 

U below. They’re easy to install—quiet in 
operation—and completely dependable 

Plan now to stock these reliable self-sell 

ers. They’re available for quick delivery to 

any recognized electrical wholesaler—many 

ratings from stock. Apparatus Dept., Gen- 

eral Electric Company, Schenectady 5, N. Y. 


...for ratings of 15 kva and up. Type D's will give long- 
lived indoor service for phase changing and all genera 
power and lighting applications. 


.for requirements calling for 0.25 to 10 kva ratings. 
Versatile Type M units perform equally well indoors or out 
—for lighting, phase changing or general power needs— 
or for 32-volt lighting circuits in standard ratings. 


GENERAL @@ ELECTRIC 


WHOLESALING 





Installing electrical conduit? 


It's much easier with 


~ Obround CONDULETS: 


because they are so handy and there are le 
«Cs 49 different types — 











devices with Crouse-Hinds’ exclusive Wedgenut 
Fastener; sizes to fit |, to 6-inch electrical conduit. 


A wide variety of interchangeable covers and wiring “cw 











ifs 


\ 
y 
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For 2 Switches 
Type BNM or Receptacles 


\ 
; 


* CONDULET is acoined word regis- The complete Obround Series, together with 
sacedt in th U.S. Patent Gifice. te 15,000 other items for the electrician, is listed 
designates a product made only by in Crouse-Hinds Condulet Catalog. 
the Crouse-Hinds Company. 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 


Offices: Birmingham — Boston — Buffalo — Chicago — Cineinnati — Cleveland — Dallas — Denver — Detroit — Houston — Indianapolis — Kansas City 
Los Angeles — Milwaukee — Minneapolis — New York — Philadelphia — Pittsburgh — Portland. Ore. — San Francisco — Seattle 
St. Louis — Washington. Resident Represenistives: Albany — Atlanta — Baltimore — Charlotte — New Orleans — Richmond. Va 
CROUSE-HINDS COMPANY OF CANADA. LTD.. Main Office and Plant’ TORONTO. ONT 


CONDULETS : TRAFFIC SIGNALS > AIRPORT LIGHTING - FLOODLIGHTS 
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Jhe Jrand Js Joward 


CRESCENT SYNTHOL 
TYPE TW 





ONE GENERAL PURPOSE WIRE AT LOWEST COST 
APPROVED FOR DRY, WET AND OILY LOCATIONS 


ae ee M- - B  B~ B 


CRESCENT SYNTHOLBuilding Wires and Cables are insulated with 
a special, tough, thermoplastic compound that results in wires of 
unexcelled Permanence, Safety, Adaptability and Value. They com- 
bine high dielectric and mechanical strength with the following de- 
sirable features. 


RESISTANT to moisture, acids, alkali and most chemical solvents. 


OILPROOF — cutting oils, greases and petroleum lubricants do not 
injure SYNTHOL. 





SMALL DIAMETER has smallest outside diameter for same con- 
ductor size, permitting more conductors, or larger conductors in 
same space. 


FLAME-RETARDING — SYNTHOL insulation will not support com- 
bustion. 


BRIGHT COLORS —non-fading, the insulation is the same color 
throughout so color will not scrape off; easily cleaned ; twelve colors. 


see we VT wre FV 


FREE STRIPPING — makes splicing and soldering easier and faster. 


EASY PULLING — because SYNTHOL wires have a permanent clear 
wax lubrication on their hard, smooth, abrasion-resistant surface. 
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e 
SYON PION OI 


THERMOPLASTIC INSULATED 
BUILDING WIRE 


has these advantages 





EASY 
PULLING 

















EASY 
STRIPPING 







SMALL 
DIAMETER 








FLAME 
RESISTANT 


Underwriters’ Approved 







Rome Synthinol* Building Wire will give you all these and many more 


WATER 
RESISTANT 


advantages which add up to lower-cost installation and long service 
life. Here is a quality wire with smooth, anti-friction surface for easy 
pulling; uniformly small diameters for more circuits per conduit; and 


thermoplastic insulated for high resistance to oils, acids, moisture, 


OIL 
RESISTANT 








and flame, all of which mean safe and lasting service. Bright, 
permanent colors provide quick and positive circuit identification. 

Rome Synthinol*—Type TW is fully approved under the National 
Electrical Code for installation in wet locations for 600 volt service. 
It replaces currently scarce and costly lead sheath. Smaller in 


LONG LIFE 


diameter and lighter in weight, it is easier to handle and splice. 





Try Rome Synthinol* and discover for yourself its superiority. 


For complete information write for Circular 101. It’s yours for the asking. 


* TRADEMARK REGISTERED 
aR TO F 
ou ® INISHED 


gs “4 
RAME CAB 
4 





CORPORAT 


R-OME ° N. E W 
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uenS=> Lighting Products 


All Developed in 1948-Jo Help You Sell! 








NOW! OVER 150 MODELS IN THE 
Complete MITCHELL LIGHTING LINE 


In just 10 months of 1948, MITCHELL has de- 
veloped and delivered 41 new, fast-selling light- 
ing products to boost your sales and profits. There 
are now more than 150 models in the compre- 
hensive MITCHELL Lighting Line—models that 
cover every conceivable commercial, industrial 
and residential lighting need. This ever-expand- 
ing development program, based on planned, 
progressive merchandising, makes it easy for you 


to build a profitable business around the complete 


J line of MITCHELL Preferred Lighting Products. 
’ EN sew suming LUMINAIRES 


OUTSTANDING COMMERCIAL UNITS 
COMPLETE TROFFER MODELS 
RUGGED INDUSTRIAL UNITS 
FLOOR Anp TABLE LAMps 
FAST-MOVING SPECIALTIES 





© "TZoomlights”’ 


. | 


“Super-Strip” 


oat “nll 





a 


"Twin Turret’ Industrial 


| Easier—Sell the COMPLETE Line! 












, % wy aN Ry Se Sell Bigger, Sel 


your entre 
a § é | 


lete line that covers 
offered 1n 


selling advantage : 
development of ‘in-demand 

priced for profitabl 
ct and profit details. 


> j mp 
| | | eis ; Sell MIT HELL—the one 0 ! . 

o “2 Itilize > powertu 
! | pas : market. Utilize the p ‘3 
on products — progressive 
merchandise, 


av for the produ 


MITCHELI e volume 


preferred quality 
selling. Write tod 


i ompany 
Mitchell Manufacturing come 


Canada 





amp Rad 0 H ltd oronto, 
H n ana e acturing Company, ’ 
Ty: | C da Mitch | Manut ee “Mi 
eat Lamps oe WwW ¢: C mplete Modern Plant and ales ffice a os ngete 
est: ° ; - S Oo A 
F rst Cho ce Serves the Entire Pacific Coast Area rm , 
) | Y MADISON /ENUE, LOS NGELES 27 CALIFO 
9 NORTH ADI> AY Ah RNIA 


in Lighting 





SINGLE POLE 
SINGLE THROW 
Rated 15 Amp. 












The Sangamo ype § 
TIME SWITCH 


S ‘ You can build added sales with these fast-moving, 
: precision-built time switches! Some enterprising whole- 
salers have used the Sangamo Type S Time Switch as 











a counter item, with profitable results. The high 


ae 


Sangamo can furnish an attrac- 


be ad 
Spe 


quality, small size and low cost of the Type S permit 
tive counter display to help 


a eT ee Z the convenience of automatic control in many new 
We will gladly tell you howto time switch applications. Hardware stores, Appliance 
obtain these point-of-sale 7 stores, Electrical Repair shops and other outlets prove 

helps. Write today. - : . ° ‘ ‘ 
a ready point of sale for these attractive time switches 

X they sell on sight! 
— Make more money—make extra sales—by stocking 
ma—LIST PRICE and pushing Sangamo Type S Time Switches. They 
$12 45 are available for‘‘right now” delivery. Bulletin 1050C 
e (Trade Discounts Apply) 


gives complete information. 


Available in Brown or Ivory cases. 
Type S has one “on” and one 
“off’’ operation; Type SR has two 
“on” and two “off’’ operations. saa 


Ivory case and Type SR are priced 
a= we slightly higher. — — — =. sf \) iy -— = oe oe ow ow ow oe oe oe oe 


ELECTRIC COMPANY 


SPRINGFIELD, ILLINOIS 
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ELECTRIC DOLLY MADISON 





Now you can start cashing in on the big pent-up 
demand for home electric ice cream freezers—and meet 
it with the finest electric freezer ever made—the gen- 
uine Dolly Madison, America’s all-time home favorite. 
Off the market for so long due to material shortages, 


the Dolly Madison is now back on the market—to build 








satisfied customers and bigger 


you must act promptly! 
fairly as they 


are received. 


protits for you. But 


Factory orders will be filled 


jy the Gone @bctré DLN MADISON and rhe famow® 


pts. 





/, SUPER-SMOOTH OPERATION 
No other freezer turns easier than 
the famous Husky—thanks to pre- 
cision manufacture and the use of 
modern die-cast Zamak gears, with 
a permanent-mould aluminum main 
frame for accurate mechanical 
alignment. Dolly Madison, of course, 
is powered with a 110-120 v. 50- 
60 c. AC electric motor. 


= ICE-SAVING TUB 

Unlike big, old-fashioned ice cream 
freezer tubs, Husky and Dolly 
Madison have compact, streamlined 
tubs—to save on ice—yet to freeze 
delicious ice cream faster! 


Manufacturers of America’s Favorite Ice Cream Freezers . 





0 DN od THO0LEL Me We a hese crelusie Porter foanre® 


5S. “THORO-MIX” DASHER 
Both Husky and Dolly Madison 
have dashers of exclusive ‘Thoro- 
Mix” design — plus Porter easy- 
motion action that makes creamy 
fine-textured ice cream—and makes 
it easier—and faster! 


“y". LEAK-PROOF CREAM CAN 
Formed of superior quality coke 
tin-plate, both Dolly Madison and 
Husky have double-seam cream 
cans—reinforced at top with double- 
thickness flange and rolled bead 
for extra sturdiness! 


World’s largest manufacturers of home ice cream freezers 


YEARS OLD 


HOME OFFICE: OTTAWA, ILLINOIS — EXPORT OFFICE: 201 NORTH WELLS STREET, CHICAGO, ILLINOIS 
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Lighting sales GOING UP with 


— Cel gil om 




















boor- 
pe V 








Foyers, display rooms and oflices are taking on new life and glowing beauty with the 
application of Federal Cell-Ceil, the most modern lighting treatment. And, these 
installations are pushing lighting sales higher every day. 


This beautiful overall ceiling louvering is easy to install. The light-weight sturdy hang- 









ing mechanism developed for Cell-Ceil not only speeds up application but provides such 






easy access for relamping and cleaning that continued customer satisfaction is assured. 






Your customers are being told about Federal Cell-Ceil through full page advertis- 





ments every month in Architectural Forum, Architectural Record, Progressive Archi- 






tecture and Interiors, 






Line rease your lichting sales -he ready to delis er Federal Cell-( ‘eil now! The Federal 






engineering staff will gladly advise on any installation problem. Our technical bulletin 






on installation techniques is also available, address Dept. cr. 





*Trade Mark ‘Cell-Ceil”’ applied for. 


FEDERAL ENTERPRISES, INC. 


Formerly: FEDERAL ELECTRIC COMPANY, INC. 
8700 S. STATE STREET ° CHICAGO 19, ILLINOIS 
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.. With 





bpor-Tight 
ne VOLG 


Modern requirements and codes demand a wide variety of special and standard 
fittings to cover complete installations. You can simplify complete job follow- 


through increase installation efhciency by concentrating on the Kaillark 
Explosion-Proof 


Type ELG 


completé \ine for all fitting needs. From standard to special’ vapor-tight and 
explosion-proof fittings, Killark offers a complete line of highest quality fittings 


— listed as Standard by Underwriters’ Laboratories, Inc. 








| A. Killark Vapor-Tight Lighting Fixtures and Fittings combine dust-tight 
the ai ; ‘ a : ; ‘ 
. and vapor-tight construction for outstanding performance in locations where 
leseé ° e r e ° ° 
moisture constitutes a hazardous condition...and for exterior installations. 
gp Killark Explosion-Proof Fixtures and Fittings — meet rigid specifications tor 
ing- ie 2s» ie 
hazardous locations — wherever infammables or explosives are handled. 
uch ( 
red ndard Type Cc Killark Standard Electrolets round, rectangular and oval, for threaded, 
, RYPL-RR unthreaded, Thinwall and Heavy-Wall conduit. 
rtis- : 
chi- 
Send tor th Killark Catalog showing 
eral . oa : ‘ 
j all of the Kullark fittings an 
etin ‘s 
J for. 


C | ; COMPANY 


a 





18 Offices and Warehouses: Atlanta, Baltimore, Boston, Chicago, Denver, Los Angeles, Vandeventer & Easton Aves 
New York, Philadelphia, Pittsburgh, San Francisco, Seattle, Syracuse. 
Offices: Cincinnati, Cleveland, Dallas, Detroit, Kansas City, Minneapolis. SAINT LOUIS 13. MO. 





Every customer 
and prospect on 
your list buys 
lamps and 

lots of ’em 
























































Lynn, Massachusetts 


A OIVISION OF CONSOLIODATEDO ELECTRIC LAMP 
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All B-M Fittings Carry the 
Underwriters’ Seal of Approval 

method of installing E.M.T. 

The new B-M Twiston Self-threading fittings now make it possible to C0 

have threaded, raintight E.M.T. connections without the use of dies. e 

the fittings into a locked position, which results in the strongest connec- 

tion possible and one that will withstand severe vibration. GALVA, ILLINOIS 

Whatever the thin wall job might be, you will find that you can do it 

DISTRIBUTED BY 

The M.B. Austin Co., Northbrook, Ill. Clifton Conduit Co., Jersey City, N.J. The Steelduct Co., Youngstown, Ohio Nat. Enameling & Mfg. Co., Pittsburgh 
Clayton Mark & Co., Evanston, Ill. Gen. Electric Co., Bridgeport, Conn. Enameled Metals, Pittsburgh, Penn. Kondu Mfg. Co., Ltd., Preston, Ontario 


FoR faster, neater and stronger thin wall conduit connections insist on METHOD 
either Briegel Indenter or Briegel Twiston Self-threading type all steel, 

one piece connectors and couplings. 

B-M Indenter fittings, the only approved couplings and connectors of TOOL 

this type, have long enjoyed wider use and application than any other 

Two complete turns with a pair of pliers threads the tubing and screws 

neater, faster and better with Briegel UL Approved E.M.T. fittings. 
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ust Mls tag 


70 helo sel Hluorescemt 1ktures 


Here’s real help in increasing your fluorescent fixture sales. These 
attractive new identification tags are now available for your every 
fixture equipped with a G-E ballast. 

When these tags accompany your fixture, you’re gaining that 
“extra” sales strength of the General Electric monogram a symbol 
of electrical quality that’s recognized by your customers’ proved by 
repeated surveys. 

To obtain these new ballast tags, simply contact your nearest G-E 
sales representative. Add your imprint to the tags, if you wish. 
Apparatus Dept., General Electric Company, Schenectady 5, N. Y. 


| 


Iv’S A FACT—ballasts are about the 
most important component of a fluo- 
rescent fixture. They can assure your 
customers of rated lamp life and light 
output -—give them quiet, trouble-free, 
dependable operation, 

With your fixtures equipped with 
G-E ballasts that can now be identified 
by this new tag, you have that addi 
tional assurance of fine lamp perform 
ance. It adds up to this: more and 
more customers—easier sales, 


GENERAL @@ ELECTRIC 
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A MESSAGE TO AMERICAN 


99 


*““Give us the tools... 


INDUSTRY ° 


F7Otrh OF A SER. ES 


For High Wages, Full Employment... 


Business Must Have Better Tools 
and More Money to Pay for Them 


So far we have escaped the post-war depression 
predicted by leading government economists. How 
can we continue to frustrate gloomy prophets 
who see only depression ahead? 


At the end of World War II the federal Di- 
rector of Reconversion saw depression imme- 
diately ahead. He said we would have 6,000,000 
unemployed four months after VJ-Day and 
8,000,000 a few months later. 

But we did not have depression. We did not 
because: 

First, the American business man, sensing the 
obligations of a vastly more important post-war 
America, went ahead to build his plant and 
equipment to meet expanding domestic and 
world markets— markets bigger actually and po- 
tentially, in terms of world-wide trade and profits 
than any previously envisaged. 

Second, the American businessman was able 
to get the money to go ahead. Since 1945 he has 
spent $50 billion building new plants and buying 
new equipment. 

There may be other reasons why we missed a 
depression in 1946. But—make no mistake about 
it—what has powered our present prosperity is 
the $50 billion spent by businessmen since VJ- 
Day to improve their plants. 

It provided jobs directly for 5 million people. 
It paid for more than half of our record-breaking 
teel output. It put in place the foundations of 
reat new industries such as television. It 


3 
y 
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strengthened the foundations of the chemical. 
machinery, plastics, steel and oil industries. It 
has expanded and improved our power systems 
throughout the country. 

This spending has made the difference between 
prosperity and slump, between industrial strength 
and serious deterioration. 


In fact, we know now that what business spends 
for new plants and new tools always makes 
the difference between prosperity and slump, 
the difference between national strength and 
weakness. 


The accompanying chart tells the story. When 
we have spent heavily for new plants and equip- 
ment, we have had prosperity and _ strength. 
When we have not, we have been in trouble. 

We would have been in trouble since VJ-Day 
except that business used its war reserves, plus 
two-thirds of its profits, plus borrowed money to 
improve and expand its facilities. This year in- 
dustry is spending $19 billion this way. 

Has this great post-war expansion actually 
made our economy a “mature economy”? Have 
we come now to the saturation point the New 
Dealers mistakenly said we had reached in 
the °30's? 

The answer is no! 


Proof of that answer is being developed 
through a McGraw-Hill national survey of 
“Business’ Needs for New Plants and Equip- 


continued on next page 











all i 7 W.. B CONNECTORS 









For Armored, Non- 
Metallic or Service 
Entrance Cable and 
Flexible Conduit. 

Catalogue No. 3301 


For Armored Cable 
and Flexible Conduit. 
Catalogue No. 253 


For Flexible Conduit 
and Armored Cable. 
Catalogue No. 240 


Here they are . . . the only completely 
redesigned, modernized post-war line 
of connectors on the market! Every one 
of them is designed to do a specific job 
more efficiently, more economically. 
Every one is made of uniform quality, 
heavy-gauge steel. Every one of them 
is produced on T&B’s superlative new 
high-speed, automatic machinery. If you 
need connectors . . . T&B has them; if 
you want top quality .. . the T&B trade 
mark is your guarantee that you have 
the best in the field today. 


For Armored Cable 
and Flexible Condvit. 
Catalogue No. 300 


50% 


Anniversary 


ENGINEERED 


T&B PRODUCTS SOLD ONLY THROUGH THE T&B ELECTRICAL WHOLESALER 








16 


SN U-L Approved 


DESIGN 


Entire T&B line has been completely 
redesigned since war to accommo- 
date entire expanded range of old and 
new cables, and meet requirements 
peculiar to every type of cable. 


MATERIAL 


Entire line is now made of heavy 
gauge steel for exceptional strength 
uniform quality, full salvage value 
No burrs, gate-marks, flaws, blow 
holes or embrittlement in these fittings. 


PERFORMANCE 


Each connector designed to meet the 
specific requirements of specific in- 
stallation problems. Precision engi- 
neered to make up tight, grip securely 


; and to prevent cable injury. 
For Armored Cable & 
and Non-Metallic 

Sheathed Cable. 

Catalogue No. 3101 


PRODUCTION 


Entire line produced on brand new 
batteries of most modern, high-speed 
automatic machinery insuring accuracy 
of manufacture, extraordinary pro- 


duction capacity. We have them now! 





THE THOMAS & BETTS CO. 


INCORPORATED 
ELIZABETH 1, NEW JERSEY 
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Prosperity and Capital Expenditures in Peacetime 
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Gross National Product — Billions of Dollars 
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ment” details of which will be given in this edi- 
torial series in coming months. 

We have a bigger nation, more people, to 
serve right here at home. Further we must meet 
human needs which the war created around the 
world. Also, we must sustain a world position 
such as this country never assumed before. 

Here are immediate things crying to be done. 

1. Business still needs billions to expand pro- 
duction because our country and our needs are 
growing rapidly. Example: To meet the demand 
for power, electric utility companies must nearly 
double their present generating capacity in 10 
years. That will cost more than $7.5 billion. To 
fill increasing needs for oil and gasoline, oil 
companies must spend at least as much. 

2. Business still needs billions to get its plants 
up to date and overcome wear and tear. Ex- 
amples: Over half a million of our freight cars, 
a third of the total, are more than a quarter of 
a century old. About two-thirds of the looms in 
the textile industry are more than 20 years old. 
Half of our coke ovens, basic equipment for 
iron and steel production, are more than 20 
years Old, and only half as efficient as modern 
ovens. 

3. Business still needs many billions to do 
new things in dramatic new ways. Example: 
Machinery that will cut out 80% of the dirty, 


dangerous work of mining soft coal has been 
perfected. A new automobile engine plant will 
reduce the work that goes into engine-building 
by three-quarters. 

Hundreds of similar things that our scientists 
and engineers have developed could be cited. 
They can be found in every industry. They hoid 
immeasurable promise of adding to the abun- 
dance of American living. In fact, there is hardly 
a step along the whole route of industry — from 
roughing out raw materials to delivering finished 
goods — where there are not new and better ways 
of doing things standing ready for general use. 


But the crucial question now is: Where is the 
money coming from to put to work these new 
and better ways of doing things? 


Business has used its own resources so far... 
profits and reserves. The stock market, where 
industry traditionally has raised money from 
people willing to risk their savings, has been 
limping along, giving business no chance to get 
enough money on satisfactory terms. Business 
now must look primarily to its own earnings 
for the money to carry out the improvements 
which are necessary if America is to keep itself 
strong and efficient. The next editorial in this 
series will deal with this new 
important role of profits. 


and crucially- 


But business can not count on profits alone 
to do the job. Profits are too uncertain. 

From now on finding the money... to put new 
ideas and new equipment to work... to go ahead 
with the expansion and improvement that will 
thwart depression and build industrial strength 

calls for the support of all) Americans 
everywhere. 

This comes right down to you... for at stake 
is your chance for steady work, for better pay, 
for new things like television, and for more of 
the every-day things, like coal and clothing, of 
better quality and at less cost. 

By helping business get new and better tools, 
you will help yourself —and you will help build a 
more sound, more prosperous, better America. 





President, McGraw-Hill Publishing Company, Ini 
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The Wetter the Better. lt oa 


THERPROOF 
EVICES 








THESE DEVICES defy the weather at outside 
entrances, in patios, on porches or factory platforms. 
Immune to moisture, they're also used under wet 


conditions snvdoors as in laundries, dairies etc. 


The Switch ( No. 7981) has a rugged, time-tested mech- 
anism. Its cadmium finished brass plate fits over a rubber 
mat, weather-tight. Operated by a handy indicating lever. Fits 
any standard wall box; comes in single-pole, double-pole, 
3-way and 4-way types and in 2 or 3 gangs. Also in Switch- 


and-Receptacle Combination ( No. 7886) above- illustrated. 


The Receptacle ( No. 7792) has cadmium-finished brass 
plate, fitting on rubber mat, with metal cap to screw over 
receptacle opening when not in use. When connected, the 
regular plug cap may be covered with a metal screw cap (No. 
7793). Supplied for 2-wire and 3-wire connections, and in 
Duplex Type (No. 7890). Available with male contacts for 


use as in auto trailers, where connections may be made in 





parking areas. Can be had with rounded-edge plates for “FS 


type fittings. For complete listings, ask for general Catalog "X”. 


3 x. tig a O° 


MARROW TLECTRIC DIVISION | a 


aaa THE ARROW- HART & HEGEMAN ELECTRIC CO. HARTFORD. CONN 


Zz ° : a 
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TIMES 


60 Years Ago It was the meht before Thanks 
giving in T&88&. according to the A\leoa Aluminum 
News Letter. In Pittsburgh, in a small wooden build 
Ing, two young men put the finishing touches to some 
machinery in a plant such as the world never befor 
had seen. The next dav, Thanksgiving, the first ingot 
of pure aluminum was poured in that shop and with it 
a new industry came into being. That first plant to 
produce pure aluminun mmercally could turn out 
about 50 pounds per day. Today, 60 vears later, the 
peacetime aluminum indus 


approximately 4,COO,000 pounds per day 


What a Record! And who would want to think ot 


What our automobiles, trains and planes would be like 
HW they had to be designed and built without aluminum 


and its allovs 


New Reeords © ligures just released in) Was! 


ington, 1). ( indicate that the third quarter of 1048 

‘ 1 1 ] 
night wel ere) dow) hte Istorv as Naving Wm several 
lirections topped all sinular periods of this “betwixt 


and between” but common] alled post-war period 
In that third quarter this glorious country of ours 
produced goods and services at the unprecedented at 


nual rate of $2 


56 billion. Personal income during that 
fabulous third quarter 1048 ran at the rate of $193.7 
billion, and spendable income was at the 8178.5 billion 


rate 


free-flowing income there are enough frugal and wis 
\mericans who believe in preparing for that proverbia 
‘rainy day,” because in that third quarter dollars nn 
savings accounts rose to an annual rate of S13.2. bil 
ly Ns also eCllal i ( a 

Chew on those Cures W e ren the fa 
that corresponding totals in that once famous b 


vear of 1929, were one-half to one-third of what 1948 
+ ] ] ] +) ‘ ] +} 
urned up and vou wi ve the reason whi ngs are 


is they are 


What Is It We read that the so-called “labor” 
government in Great Britain is about to “ Nationalize” 
the steel industry. Since that “labor” government rose 


oO power it has “Nationalized’ a number of its coun 
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TRENDS 





trys mdustries and the effect that process has had upon 


those industries and the workers therein makes one 


wonder whether the pattern is really British or wa 
lrawn in Moscow 


In these | nited States ot \merica strange things 


are happening also \lready literally mullions§ of 


homes have been built with the backing of government 


rough guaranteed hnancme at reasonable rates of 


, - } + +1° + ] ‘ +1) ] 
hnterest 1 On Vaiulations that Wi SOLD A (lay spell 


losses or write-downs to the guarantot Lnele Sam 
llundreds of thousands of Veterans are today livine in 


homes which they “hbought™ at intlated prices but o1 


vhich they emselves made small or 1 nitial pa 
elits er st ( (sovernimet v iranteed thi 
hancmy } ( thousands ot veterans AVE VOT 


Into business with government loans as their only capi 


m2 
Stil at l | MUsanads Of (;| AT¢ crowding i) 
1] 1 hie 1) ' { 
colleges, gett { ole cation at Grovernmen 
CNPETISE 
, 17 — 
Inn the lennessee alley a remarkable experiment 


ra | ly + eo ] 
nN the econonie nationalization of a wide area mvol 


1 1 } 
hy several states was s¢ successtul Liat the How 
1 , ' 
ntro (le ClLOMMENTL to lo Or le ite ClO CIC 
, 
1 ' ’ ] P @ ] \ 
tr l¢ wow Up PI creasing dema Yow the 


, | | } 
deeply erested 1 OUSING i TOP Ose tha thie 
(sovernment should suy eld insu e to pro 
te ~ ( ) lc] ( sil) cle aan nent thereb 
Vin tire pavers trantee aL i nuous 
0 to ( 0 ters bb rial thie enera tlh 
he mtha Tit t it 1s Cal tiie il « eratol 
SL—ICH Oe tions eve it prese l Oost 
Ce ¢ IS promised u }O4 ( erha 
io ela, oe ct OOLPLA. but inevitably under 
1 7 
is es tiat thiclent eo" e venera 
ecol to t1 t procedure 
te 1c t tiie r 1 ( ind red mat 
eteers profit with immipunitv, while iddling treme 
i ' ; ' , 
adous burdens upon levitimate busimess 
‘For ek ES hasnt , wel —— 
Orward -loOKINgG educators are pushing hard. te 
1 - 4 1 
get enough support in Congress tor passages of a bil 


that would provide “Federal Aid” to public sehoo! 


tinued on page 3] 
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THES PLASTIC BUILDING WIRE 
| THAT WON'T “STRIP-TEASE” 


Pull it hard over the edge of an outlet box. You'll be surprised how Densheath* 
insulation resists cutting and abrasion. Chances are you won't even dent it. Yet this 
thermoplastic building wire strips clean and easy. 

You'll be happy, too, about Densheath’s small diameter (more copper per 
conduit), smooth, slick finish (pulls through conduit with ease), flame resistance 
(Densheath will not support combustion), permanent, bright colors (for quick cir- 
cuit identification) — and that Densheath is long aging and impervious to acids, oils 
and alkalies. 

Recognized by The National Electrical Code for circuits up to 600 volts and 
temperatures to 140° F.—and for wet and oily locations—Anaconda’s Densheath 
has what it takes to be a safer, more economical building wire. 48478 


*Reg. U.S. Pat. Off. 


Anaconda Wire & Cable Company, 25 Broadway, New York 4, New York 





THERMOPLASTIC 
TYPE TW 
BUILDING WIRE 
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(Continued from page 49) 
everywhere and—who could deny that in the wake of 
Federal Aid would not follow Federal “guidance” or 
even control of certain phases of the curriculum that 
must be maintained by local schools as the price ot 
Federal Aid. 

Start with the many millions of our population who 
are already to a greater or lesser degree depending 
upon or indebted to our Government for sustenance, 
shelter, education or what have you, add to that the 
contract growth of the trend toward nationalizing cer- 
tain of our essential basic industries through subsidies, 
add the movement toward having our millions of grade 
and high school pupils educated under Federal-.Aid 
“guided” curricula, then mix all that well with high 
taxation and persecutions of private enterprise and 
business and there you have a basic ingredient of 
greater power in the hands of the Federal government 
than all the atone bombs in Christendom 

In Russia they called it Communism. Italy called it 
Fascism. Germany called it) Nazi-ism. In Great 
Britain it is now merely called “Labor Government.” 
What shall we here in the United States of America 
call it, if you and I are going to sit by and allow the 
trends and threats of today to become the realities of 
tomorrow, 

It may be later than you think 


* 


Good Riddance Morning and evening” trains 
on which we go back and forth to work pass a group 
of huge junk yards. One of these seems to be operated 
by someone who has a yen for collecting surplus elec 
trical wire and cable. In fact ever since 1946 we have 
watched his stock pile of reels and cases full of electri 
cal wire and cable grow to huge proportions. 

Practically every large wire and cable manufacturet 
Was prominently represented in the assortment of reels 
(most of them unopened) that were covering several 
acres of ground, 


By early spring of this year we began to be con 
cerned over the situation because the growing array ot 
full reels was stretching farther and farther into the 
landscape, and we were inclined to conclude that this 
operator was merely waiting until he had enough of 
an assortment of sizes and types to make a real splash 
in the electrical wire and cable market. 

We envisioned offerings of deplorable cuts in prices 
and the fatal by-product of seeing perhaps thousands 
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of important electrical installations doomed to untimely 
troubles from the use of wire and cable with abused 
and over-exposed insulation. 

Recently, as our train was within 2 or 3 miles of 
that junk yard district, our eyes were caught by a tre 
mendous column of pitch-black smoke mushrooming 
high toward the sky—-a picture that looked almost like 
a reverse print of one of the Bikini Atom Bomb explo 
sions. 

We strained our eves to see what could be burning 
so fercly and within a few minutes the answer ap 
peared: that stock of surplus electrical wire and cable 
had been cut into short lengths for convenient han 
dling, piled at an isolated spot to a height of 15 or 20 
feet and then set on fire to burn off the insulation, 
leaving only the precious pure copper which is bring 
ing good prices on the junk market. 

Silently we blessed the owner of that junkyard who, 
like Omar Khyam was willing “to take the cash and 
let the credit go” . but— Beware 

“Millions of feet of nearly every conceivable type 
of electrical wire and cable on hand for immediate de 
livery” is what a Mid-Western concern advertises in 
a release that reached us as this issue goes to press 

\ll this to remaind you, kind reader, that those sur 
plus materials are still with us and you can take them 
or leave them: Take them for a fast and short profit 
and a slow but long period of regret, or leave them for 
building up increasingly valuable good will of your 
customers, and of your supplying manufacturers, be 
cause wholesalers’ reputations are built on supplying 
fresh new goods at current prices. No bargain price 
is low enough to offset the loss of prestige and profit 
that comes almost inevitably when the goods delivered 
are not up to par. 


* 


Wholesalesman Sounds familiar and still not 
quite so. We ran across it in a news release from 
Campbell-Ewald Co., advertising agency for Borg 
Warner Corporation. It told of a technique to be em 
ploved by the Norge Division of the B-W Corp. to 
“increase wholesalesman awareness of features of the 
company's new 1949 appliance line.” 

It's not a bad consolidation of the conventional 
“Wholesaler’s salesman” and has the advantage ot 
greater brevity. If you want to be called “wholesales 
man” tell us so. We are open to conviction and if 


enough of our readers back the idea.we may do so too 


o) 
Vid 
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Jefferson Electric Power Circuit 


Transformers are the result of 
accumulated experience of over 
30 years’ specialization in the 
design and manufacture of 


“small” transformers. 


All Jefferson Transformers are 
produced completely—in every 
detail—in the modern, scientific- 
ally equipped Jefferson Electric 
plants at Bellwood, Illinois and 
Fall River, Mass. 

* 


Listed by Underwriters’ Laboratories 








JEFFERSON ELECTRIC COMPANY 


Bellwood, Illinois 


In Canada: Canadian Jefferson Electric Co., Ltd. 


384 Pape Ave., Toronto, Ont. 


With Jetferson 
Power Circuit Transforme:’ 


@ Increasing use of power circuit transformers for sim- 
plifying plant electrical distribution systems, rests upon 
worthwhile economies and dependability of service. 

Jefferson Power Circuit Transformers provide the de- 
pendability that assures efficiency in supplying 115-230 
volt current whenever desired from the higher voltage, 
lower-cost circuit. 

So if you are considering the electrical system for a new 
plant or the rewiring of an existing building, consider 
the factors that mean DEPENDABILITY— good design, 
unsurpassed manufacturing facilities — strict quality con- 


trol — and specify Jefferson Power Circuit Transformers. 





JEFFERSON ELECTRIC 


TRANSFORMERS 


ELECTRICAL WHOLESALING—December. 


1942 








/ Electrical Wholesalers’ 
BUSINESS INDEX | | 
SALES INVENTORIES WITH WHOLESALERS SALESMAN 





== 
(ro 
ars 
ples 


Li 


650 —= 








itis 


600 —— 
Business Index 


550 : oan 
For the Month of September 1948 





SEPT. 1 
EPT. 1948 500 





fit ick, 













SEPT.1 SALES Phe September sales of electrical goods whole 
salers, as reported, advanced 11 percent over August 


to reach a level 20 percent above a vear ago. 


These percentages were based on a reporting panel 
of 390 full-line houses, 114 wiring supplies-construction 
materials distributors and 96) appliances-specialties—a 


ital ot OOO } OUSES 





Phat business has continued at a high level during the 
rst mine months of 1948 is born out by the tact that 
for the first three quarters of 1948 sales were up 16 
percent on the average over the corresponding period 
me of 1047 
Considered by class of house, September compared 
: with August, full-line houses reported business up an 
average of 13° percent; wiring supplies-construction 
materials distributors’ sales were off 3 percent. and ap 
phances-specialties wholesalers’ sales were up > percent 

September, 1048, oOvel September, 1947, indicated the 


») 


following increases: 22, 8 and 17 percent respectively 





INVENTORIES [uventories, measured at cost, and as 
reported, held steadily to the March-\ugust level with 
little variation from the previous month—a decrease ot 


1939 
AVERAGE 


MONTHLY 
SALES 










1939 

AVERAGE l percent being indicated by the reporting group 

100 MONTHLY By class of house, full-line wholesalers reported a 
INVENTORIES decrease of 1) percent; wiring supplies-construction 





materials distributors, up 3 percent; and appliances 
specialties wholesalers down 1 percent 
lend-of-September stocks, however, showed an ave 


ve increase of 23 percent above September, 1947, with 


| 


© full-line houses reporting an increase of 24 percent, wi 











Ing supplies-construction materials wholesalers up 15 

= = = percent, and applianees-specialties distributors up 18 
percent 

In terms of weeks supply of merchandise on hand, 


rs 
September inventories showed about 6 weeks of bust 


SOURCE ‘The figures we use as basis for these monthly Ness at the current sales rate. The corresponding Au 


comparisons of performance in the electrical wholesaling gust index stood at 7 weeks. The \ugust to September 
tield are collected and compiled by the Bureau of the decline may be attributed to an mereased September 
Census of the U.S. Dept (Commerce sales rate 
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VAN CLEEF BROS. [NC 


MANUFACTURERS © RUBBER PRODUCTS 
CHICAGO 19, U.S.A. 
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ost Wishes ‘ 
A Hippy New Year 


FROM 


THE FAMOUS FAMILY 
OF 


DUTCH BRAND 
INSULATING TAPES 


The brand with the greatest amount of around the year 
trade and public acceptance 














REGIONAL ANALYSIS 


fh MR THE three 
graphic divisios 
sales gains 

It may be noted that sales gains in the South \tlantx 


and South Central 


pronounced that 


in the balance of the other regions with a low of 4 pet 
cent reported by the [ast nuith Central « 

ded in New [41 

Compared with September, 1947, regio 


\tlanti 
al division 


a high of 16 percent recor 
ranged from 12 percent in the Sout! 
31 percent in the West North Centr 

By regions, inventories paralleled the national aver: 
with New England showing a decline 
az percent mcrease being reported by both the Middle 
\tlantic and West South Central 

Weeks’ supply of 
ranged trom a low of 5 week 


South Central area to a higl 


a I 


mventot 


regions 


SEPTEMBER, 1948 


Figures in this table apply to the geographic divisions 
as outlined and numbered in white on map above. 





} percent % nad 





SALES 
September 1948 
Compared in °/, with 


° 


INVENTORIES 

September 1948 
Compared in °/, with 
Trading 
Region 
(See Map) 


Sept. 
1947 


+21 
+15 
417 
+431 
412 
429 
429 
424 
+23 


Sept. 
1947 


Aug. 
1948 


well +19 
42 425 
wal 425 
= +30 
inaal 4-26 
wall 422 
42 +30 
ail +11 
abil 413 


Aug. 
1948 


+16 
413 
+15 
412 
a 7 


OmOonoumnFFwn— 








STATES COMPRISING 
REGION 1—Maine, N 
2—N. Y., N. J, Pem 
Wis.; REGION 4—Minn 


GEOGRAPHIC DIVISIONS 
HHamp., Vt., Mass., Con REGION 
REGION 3—QOhio, Ind., Hl. Micl 
lowa, Mo N. Dak Nebr, Kans 


56 


REGION 5 el M D: of 4 Va N. ¢ a Ga., 
Fla.: REGION 6—Ky., Tent Ala.. Miss.;: REGION 7—Ark., 
| Okla., Tes REGION 8—Mont, Idaho, Wyo., Colo., N 

\1 Utah, Nev REGION 9—Wash., Ore Calit 
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DAYTIME EVENTS become 


‘ with APPLETON 
“GOODRICH” FLOODLIGHTS 





Appleton “Goodrich” Floodlights and provide customers with outdoor NO. 95 500-WATT FLOODLIGHT 

ination that literally turns night into day. Available in many styles, Appleton Designed for even illumination of service 

hdlights are designed to meet your customers’ specific requirements. Each stations, athletic fields, tennis courts, parking 

des a maximum flow of light, evenly distributed to illuminate the given : Se spaces, freight yards, industrial property, etc. 
; Available for pole, bracket or cross- 

at low cost. arm mounting. 

e Appleton Sporto Floodlight shown above is expertly designed to provide 

rior illumination for such sports as baseball, football, soccer—all popular out- 

‘sports. Available for either pole, bracket or crossarm mounting, the Sporto 

dlight is supplied in open or enclosed style and equipped with an aluminum 

t beam projector, resulting in excellent visability for both player and specta- 

ltisa highly efficient combination of a diffusing porcelain enameled floodlight 

more specular aluminum projector, providing correct vertical and lateral 


bution for both nearby and distant areas. 


¢ Appleton Line of Lighting Equipment includes a type and size light to 
‘virtually every requirement, whether indoors or out. Every Appleton light 
marvel of mechanical simplicity, easily installed, easily wired, easily serviced. 
isting Customer satisfaction, good will and repeat business, sell Appleton 
pment—Standard For Better Lighting. POR INDOOR INDUSTRIAL LIGHTING 
SOLD THROUGH ELECTRICAL WHOLESALERS Two examples from the Complete Apple- 


ton Line of indoor industrial lighting fix- 
A - BR L E T °o i | & L E Cc T Q | Cc ¢ oO MA may N Y tures: Separable Bowl Angle Reflector 
(left), and Separable Standard Dome Re- 
1734 WELLINGTON AVENUE CHICAGO 13, ILLINOIS flector. Hoods may be detached for easy 
h Offices: NEW YORK, 50 Church Street * DETROIT, 3049 E. Grand Blvd. * CLEVELAND, 1836 cleaning, without disconnecting wires. 
P Avenue © SAN FRANCISCO, 655 Minna Street * ST. LOUIS, 420 Frisco Bidg. * LOS 
ELES, 100 North Santa Fe Avenue * ATLANTA, 724 Boulevard, N. E. * BIRMINGHAM, 429 ; 
nMarx Bldg. * MINNEAPOLIS, 305 Fifth St., S. * PITTSBURGH, 414 Bessemer Bldg. © BALTI- SEND TODAY for Big Appleton Catalog, 
100 E. Pleasant Street * BOSTON, 10 High Street * DENVER, 1509 Seventeenth Street * listing more than 15,000 kinds of wiring 
PHILADELPHIA, 1017 Cherry Street and lighting fixtures. It’s a guide-book to 
nt Representatives: Cincinnati, Dallas, Houston, Indianapolis, Kansas City, Milwaukee, the precision engineered products that 
ottle « Export Representatives: International Standard Electric Corp., 67 Broad Street, are ‘‘STANDARD FOR BETTER 
New York 4, N. Y. WIRING.” 





UOT FITTINGS » LIGHTING EQUIPMENT « OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS + REELITES 
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IN YOUR CORNER... 


WHEN YOU SELL ROEBLING ELECTRIC WIRE AND CABLE 


SERVICE! Fast service that helps you meet cus- When your order comes in, the goods go out... 
tomers’ needs on the dot! . . . Wherever you're promptly, with no delay. 


located, there’s a Roebling warehouse within This is the sort of service that brings new 





easy reach . . . ready to supplement your own customers and keeps old ones . . . yet it’s only one 
stock . . . enabling you to fill orders when wanted business-building factor in the Roebling program. 
.. . by shortest route and quickest conveyance. 





JOHN A. ROEBLING’S SONS COMPANY 
And Roebling warehouses are more than geo- TRENTON 2, NEW JERSEY 


graphically strategic, they're completely stocked! Branches and Warehouses in Principal Cities 





TECHNICAL HELP THAT PAYS OFF 


Roebling Engineers and your Roebling Field Man 
are always ready to help you solve technical prob- 
lems . . . to suggest the right Roebling product for 
the job . . . the right way to use it for top perform- 
ance and lowest cost. Make use of this service . . . it 
is bringing suppliers more and more orders the 
country over. 


ADVERTISING THAT SELLS IN YOUR MARKET 


Hard-hitting, effective, colorful page and two-page 
Roebling advertisements in leading business and 
industrial papers reach every customer and prospect 
in your market. Telling the story of Roebling prod- 
ucts and service, month after month, they mean 





more sales and bigger profits for Roebling agencies. 


& WIRE ROPE AND STRAND * FITTINGS * SLINGS C2 BRR a vv. & 


*& SUSPENSION BRIDGES AND CABLES *® AIRCORD, 
AIRCORD TERMINALS AND‘AIR CONTROLS *& AERIAL WIRE 
ROPE SYSTEMS *® ELECTRICAL WIRE AND CABLE 


eeie teaee cee ee ee oe A CENTURY OF CONFIDENCE 
FLAT WIRE, COLD ROLLED STRIP AND | ae \ 
COLD ROLLED SPRING STEEL *® SCREEN, HARDWARE BLING 


AND INDUSTRIAL WIRE CLOTH *® LAWN MOWERS 
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N.E.M.A. Delegates Told "The pat at joleer eae ee 


To Study Sales Carefully George. Thoma J Ve Tas 


B. W. Clark, Westinghouse Electric Corp., elected president 


tional \ mized er | Wil 
of National Electrical Manufacturers Association at annual —omington, Delaware: b. \\. Seeger, Cut 
er-Hammi ne.. Alilwa ‘ \\ 
meeting. R. Stafford Edwards receives MeGraw Award Medal |. \\ eee 4 
A PLANTIC. CIT Y—Former whole tivities at Mansteld, Ohio Phe next lwentyv-three vears avo t late Ja 
£ saler B. W. Clark, vice president in year he was appointed vice president H. MeGraw, found f othr i 
charge ot sales tor Westinghouse Elec- charge otf sales and, in addition to s blill) Publishing Company ly estab 
tric Corp., Was elected president ot the p> rvising the sales otf electrical appa lished a a ar ee Aer ; ' 
National I‘lectrical Manufacturers Asso ratus, was made responsible for coor ourame constructive thinkdea bor the ad 
ation at its annual meeting held here dinating sales activities of the corp vancement of the electrical industr 
recently ration and its subsidiaries Phese awards. consisting each of a bronze 
Phe program, which featured some 111 R. Stafford Edwards, president of Ed medal and a purse of one hundred dol 
meetings for N.E.M.A. sections, groups wards & Company, Inc.. was awarded lars, are given for personal contributions 
ind committees, was wel attended by the James H. MeGraw Award Manu f merit in the manufacturing. contr: 
the electrical men from all branches tacturers Medal tor 1948 at a luncheor ng and wholesaling branches of the el 
the industry. during the annual meeting ericad teineley aad Dee cnanevedicn elie 
The delegates were urged to study Mr. Edwards received the award “for the indust bt ses ot Seen 
carefully sales of electrical equipment his unsparing effort to arouse leaders — to perpetuate these awards is administer 
and warned that long-delaved postwat in industry and government to the grave y a Committee of Awards representative 
business development plans ma ave to consequences of the unrestrained secon A thee Gee bereits alt the: Saliceiee 
be dusted off in the near future dary boycott and his able research and \ ities -whh. snmded ‘ith 
In telling the attendance that business ompelling testimony which provided a week ss We Ciewals eoad 


has beer good, \\ ( Johnson, V1c¢ 


president in charge of sales, Allis-Chal 


mers Mfg. Co., and retiring president 
! 


of the association, pointed out that 
N.ELM.A. members’ dollar) volume of 
products in the scope of the organiza 
tion will be about $3,000,000,000 in 1948 


The new N.E.M.A president B \\ 


Clark, has been associated with the cece 


trical industry for over 41 years. Elec 
trical wholesaling and merchandising 
have been the chief interests in his bust 
ness Careel In 1906 e 10O d the Robert 


son-Cataract Company at luffalo, N.Y 
lle became a special representative 
he Westinghouse Electric Supply Com 


ss , 
pany im 1925, and four years later was 


J 1 ?. & 
made general manage! In 1932 he was 
made vice president and director. ive 
vears later h vas eected president t 


Westinghouse Ele 
In 1941 he was elected vice president 


if the Westinghouse Electric Corp., and 


headed the company’s merchandising ac 





NEWLY ELECTED PRESIDENT of N.E.M.A. is B. W. Clark (left), vice 
president in charge of sales for the Westinghouse Electric Corp. Mr. Clark. 
who was once a wholesaler, succeeds W. C. Johnson (right), executive vice 
president. Allis-Chalmers Co. 
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\ “ oe —- i , Representatives in Principal Cities 
\ Londust CONDUIT PIPE PRODUCTS CO. 
me COLUMBUS, OHIO 


\ —— 
\ Se loll 


PIPE COUPLINGS - PIPE NIPPLES + ELBOWS, 90° AND 45° 


RUNNING THREAD - GOOSENECKS + WALLPLATES + EMT FITTINGS 
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R. STAFFORD EDWARDS, presi- 
dent, Edwards & Co., and recipient of 
the James H. McGraw Award Manu- 
facturers Medal for 1948, addressing 
the delegates. 


“Combati vg the secondat D cott was 
i task calling for great personal courage 
ind uncompromising principle. For a 
business leader to participate in this en 
deavor was to invite great risk and often 


serious retaliation. lor the past three 


vears R. Stafford Edwards, president of 
Edwards and Company, Inc., has worked 
] 
(l 


unsparingly to arouse leaders in industry 


and government to the = sinister conse 


quences of the unrestrained secondary 
boycott, and through able research and 
compelling testimony has provided much 
of the foundation upon which anti-sec- 
ondary boycott legislation is built today 

“In 1945 as chairman of a special com 


mittee ot N] M = he undertook a sur 


vey to obtain specie example s ot the 


use of secondary boycotts in the electrical 
industry. In spite of grave difficulties 
the project was completed largely through 
his personal efforts. 

“During this time he created and main 
tained a strong interest throughout the 
electrical manufacturing industry in the 
secondary boycott problem and its possi 
ble solutions. The results of his survey 
together with documentary evidence of 
the widespread use of secondary boycotts 
were made available to legislators and 
administration officials. His willing and 
disclosed the de- 


forcetul testimony 


structive effects of secondary boveotts 
on the public welfare. Hlis active per 
sonal efforts were instrumental in enlist 
ing support from other industries 

“His untiring efforts and unflagging 
interest are widely recognized as a major 
influence in the eventual enactment of 
legislation to deal effectively with the 
more serious aspects of the problem 


“For his extraordinary efforts on be 


halt of his industry and the public wel- 
ware, the Committee of Awards, on the 
recommendation of the judges, has voted 
to Mr. Edwards the 1948 medal and purse 
given under the James H MeGraw 
\ward.” 

W. N. Goodwin, vice 
tired), Weston 


Co., and ( # 


president (re 


1 


Electrical Instrument 


Peirce, chairman of the 
board of Hubbard & Co., wert presented 
50-vear Gold Certificates in recognition 
of half a century or more of continuous 
service to the electrical industry 

clected were 
Western 


Hligbee, man- 


New vice 
D.F.G. Ehot, vice president, 
Electric Co. Inc.;: C. W 
ager, wire and cable department, United 
Mitchell, 


Produce ts, 


presidents 


States Rubber Co.: Don G 


president, Sylvania Electric 


ite.: E.. E 
eral Electric Co. \\ hipple Jacobs, presi 


Potter, VICE presi lent, Gen 


dent, Belden Manufacturing Co., was re 


elected vice president 


Everett Morss. president, Simplex 


Wire and Cable Co., was elected treasure 
succeeding E. E. Potter 


New members of the board of direc 


tors are: David J. Biller, president, Day 


Brite Lighting, Inc Raymond C. Cos 
vrove, executive vice president and a 
director of Avco Manufacturing Corp. ; 


Rov IE 


Murphy, vice president in charge 


of sales, I-T-E Circuit Breaker Company 





Wholesaler Made V-Chairman 
Of °49 Farm-Electric Meeting 


How to meet the electrical needs of farm family is main 


subject discussed 


before 


300 registrants attending the 


Third National Farm Electrification Conference in Chicago 


pee AGO—"The substitution of elec- 
A tric power for muscle power will be 
me of the vital factors in future agri 


ultural progress,” Chairman Frank E 
Watts told 300 registrants at the Third 
National 


ence held here re ently 


Farm Electrification (Confer 


Titus B. Schmid, president of Cres 


cent Electric Sup ] Co i electrical 
vholesaling firm in 1D e, lowa, was 
elected vice chan i f the 1949 cor 
Terence I] () Rusk aca atic director 


Illinois was elected i il r next 

t 
ears ( lrerence Karl Gorhan Dus1 
ess manage electricity ( he farm, 
Vas osen secretaryv-treasurel! 


Clark, 
ice president in charge t sales, West 
inghouse Electric Corp., predicted that 
electricity. will be brought to 5,400,000 


approximately 6,000,000 


farms will increase to an average of 4,000 
kwh. per farm during the next decade 
Mr. Clark said, “In 1927, farm residents 
purchased 860,000,000 kwh., represent 
ing 1.4 percent of the nation’s total powe1 
sales. This vear approximately 9,000,000, 
000 kwh. will be sold to farmers, raising 
their percentage of the nation’s total 
power sales to 4.1 percent 

“By 1957 the nation’s total power sales 
are expect d to reach 374,000,000,000 kwh 
of which farm sales are estimated at 21.6 
billion. On this basis, rural America’s 
power load in 1957 will be up 140 percent 
over 1927 figures. If farm incomes con 


tinue relatively high and hired men con 
tinue difficult to get and hard to keep, 
actual farm demand for electric power to 
perform chores still done by hand may 
show an additional rise of 30 percent over 
present estimates.” 

Dean Rusk pointed out that rural ele 


trification is a family affair and not just 


December, 1948—ELECTRICAL WHOLESALING 


| 


a collection of such power distribution 
factors as poles, transformers, wires and 
success of the rural 


electrification program depends greatly 


horsepower. The 
on providing farmers with the necessary 
information to choose and utilize the 
proper apparatus” efficiently in daily 
chores, he said ‘In looking into” the 
future,’ Dean Rusk continued, “many 
applications of electricity are vet to be 
made before farmers will make full use 
of electric powe! We look forward to 
the more general use of electricity in 
the home to provide lighting, water pres 
sure systems, refrigeration and heat for 
cooking; to operate heating plants and 
radios, and improve tarm living condi 


tions generally 


Farmers Need Good Advice 


Participating in a panel discussion led 
by power company representatives, P. E 
Brookover of Public Service Co. of Colo 
rado, told the attendance, “The average 


purchasing 


farmer needs good advice 1 
and using electrical equipment since it ts 
a new tool to him.” 

Home economists on the program 
stressed the need for utilizing every 
known technique in bringing application 
information to the farm wife. They em 
phasized that the utmost in cooperation 
was necessary with participation by man 
ufacturer, wholesalem dealer, power sup 


plier and extension service 
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GREATER SAFETY AND FLIGHT REGULARITY 
AT IDLEWILD.... 


—_ =2 ‘a[e'm'2 RRraheLwe 
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wilde 


...-with 3 Billion Candle Power 
“ALL WEATHER GUIDE LIGHTS “ 


powered through 


HAZARD’S KEYSTONE-HAZAPRENE CABLE 


0 f the many important electrical advances made in airport lighting, 
power transmission and flight control at the New York International 
Airport, one of the most interesting is the “All Weather Guide 
Lights.” 

Designed to provide pilots with reliable visual guidance ia adverse 
flying conditions, these high intensity approach and contact lights —— e 
consist of 35 Blaze Units, 35 Flash Units — all controllable from the ee 
operational tower. 

One of the insulated wire and cable requirements at Idlewild High Intensity, Controllable, All Weather Guide 
served by Hazard is the power supply to these vital lighting aids, Lights at New York International Airport, Idlewild, 


and here Keystone-Hazaprene Cable is used. N. Y., installed by Hoffman and Elias. Flash and Blaze 

For high voltage circuits, Hazard’s Keystone insulation effectively Units alternate, with the Flash Units capable of devel- 
oping 3 billion candlepower to assure pilots of visual 
contact with field through poorest weather conditions. 
Wire ‘feelers’ on top of each light discourage seagulls 
from landing. 


combines in one oil base compound unusual resistance to ozone, heat, 
moisture, sunlight, chemicals and acids. Protected with a Hazaprene 
sheath (a Hazard-developed neoprene compound) — Keystone- 
Hazaprene Cable assures the long-lived, trouble-free service required 
from these lighting circuits. 

In planning electrical wire and cable needs for modern airports, 
you'll find Hazard’s engineering experience, outstanding insulations, 
and protective coverings will help you obtain the right answer to 
your particular operating conditions. For example, over twenty KEYSTONE-HAZAPRENE 
years field service under severe operating conditions has proved 
Hazasheath and Armortite Cable ideal for trouble-free, long-lived 
power transmission, communication and control circuits. Non- 
metallic sheathed, these cables are light-weight, quick and easy to 
install ... are buried direct or run in conduits. Whatever your need, ARMORTITE 
you can rely on Hazard Insulated Wires and Cables for long, con- 
tinuous, safe, trouble-free service. Our engineering service is avail- 
able without obligation. Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 











HAZASHEATH 
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Wholesalers Push Radio 
Campaigns In Two Cities 
INDIANAPOLIS, IND.—Electrical 


wholesalers and distributors in this 
city and Trenton, N. J., spearheaded 
the Radio Manufacturers Association's 
recent “Radio in Every Room” cam 
paigns which took place in their respec 
tive cities during National Radio 
Week 


“The campaign in Indianapo 


is will 


be hotter than a firecracker,” declared 
W. | Wake. of the Westinghouse 
Electric Supply Co. and chairman of 
the general planning committee for 
that city’s campaign, at the start of the 
promotion. “We're getting 100  per- 





cent cooperation all the way down the 











line,” he added VITAL SUBJECTS for the lighting industry were discussed at the recent 
The campaign in Indianapolis got one-day conference for lighting fixture manufacturers with the General Elec- 
under way at a meeting held by dis tric Lamp Department acting as host. Spokesmen for the lamp department in- 
tributors and dealers. Harold Dobson, cluded, left to right: L. P. Moyer, W. H. Robinson, Chairman E. D. Stryker. 
of the Peerless Electric Supply Co.., 
supervised the presentation of a_ skit, xe ‘ Phe ane Fleur-o-lie nicl System 
ee . agsoengage: Fixture Manufacturers ee 
The Strife of Reilly.” and a= film, for specitving lighting performance and 
; ie ' Ponk 
“Let’s Get Personal.” He also intro) Convene At Nela Par satiate Wicansahinannin Wiley Misia ar 
duced Charles Rimp, merchandise man- : ; , Outlined to the lghting ture manu 
. f CLEVELAND—The_ third annua 
ager of the Griffiths Distributing Co., facturers for the first time by D. M 
meeting of more than 100 manutactur ‘ 
who spoke on the campaign as it was i Julies 
: ers of commercial, industrial and resi 
conducted in Hartford, Conn : Light ‘ ‘ , vho 
- dential lighting fixtures cor ened in a 
Simultaneously, distributors and i ive studied the leur-o-lier Index 
. T 7 1 1 one-day conterence vitl engineers ! 
dealers in Trenton opened their own ; System. believe that it fills a lony felt 
a od . : . ‘ - executives and officials of the Genera 
Radio in Every Room canipaign need and will eliminate much confusior 
: : , Electric Lamp Department at Nela 7 sa 
é The promotion program in that city ‘ ; in the field 
. Park Camp here recent 
paralleled the plan put into operation EE cs system.” Mr Tulien told the 
' ; ' ; lhe meeting was held in order to , , state 
in Indianapolis. Newspaper publicity ecakis astt wana. tins cearihtine “gad 
| ae acquaint tixture manutacturers it . . sarod 
and advertising, spot radio announce , : ; suit bo state hic second 
; the progress and recent development = zs —_ —— 
ments, guest programs, posters and ee a Ee, ee 
at nade in lighting and lamps by the Get nt os Se tbe nusundet 
streamers, and a dealers’ window dis ; stood or misused.” He pointed out that 
san eral Electri Lamp Department iii . . . ‘ : “ = _ 
play contest plugged the “Radio in ; ree er ee ives the tscturé-mase 
le ) 1 to afford these manutacturers the o \ we { ti 
Every Room” theme during the two eet cturer (especially those in the Fleurs 
i, k : portunity of discussing their lamp an: lal 
' wee Canlipaign : . el rrouUD srocedurt der w | 
€ ac pars hehting problems with G. kk. engineer ' és u . caus wine 
l- frenton and Indianapolis are two chit ochenemend n he “rate ly 
I : ; and specialists. E. D. Stryker, lamp de ay ; 
i more of the cities to follow the patter: , : ; : athenti —_ ais roctin 
partment sales division Vas Chalrl : : 
x tormulated by the Radio Manutactur ; eee 
s ; of the session 
«gt 7 S : rer s y 7 ‘ 1 ’ 
e! \ssoc lation adverti ing commit nD Seer Ee Sareea eee ae oe ee Pixs Faitean Sen eee vere Ni 
toe acting thromgn Ms public relations =. ud Trust Compan oke to Julien continued, “need make no claims 
counsel, the Fred Eldean Organiza +] ‘ 
| the @ oup on Business (Operations 1 ( iVding thre ertorimance 1 " 
tion, In Tested in Hartford last ; , | “1 | 
; : 1949.” ‘Valks covering subjects vital to ures; he simply shows the Fleur-o-hier 
spring with reportedly outstanding i a i ae Index Svstem rating assigned 
results, the “Radio in Every Room idea oe i ; 
: velopments in fluorescent and slimline Lastly, the system give he fix 
campaign has also been used in New . ; ture user +m tive and auth 
Orl lamps, availability ot these and othe ee See ee MEEeNEr eee Sree Pisaiuiesdehte 
rleans. : as ‘ ee ; Pe Beste Mum 
lamps, color in lighting, and certifica licated means Of knowing the dWlumina 
tion programs were givel ih enyvineet t1ol characterists ot eve y lleur-o 
ing and sales personnel ( PUTT ATE 
\fter a “welcome to Nela Park by In reviewing new developments 1 
‘ ° T ’ , a = | +] ‘] { 
Gorke Electric Names P. ID. Parker, lamp department, general imline and cold cathode fluorescen 
r ° , sales manager, W. ©. Brown, managet lamps, A. ¢ Barr, engineering divi 
[wo Outside Salesmen hope | | a seeahiniis cis alike ch 
of the lamp departments engineerimns s10n SpcciaHst ¢ Huorescen setae 
SYRACUSE, N. \ The Gorke division, discussed the development of told the group that slimlines at 100 o1 
. 1 , ] ) ] 1 ¢ na , ‘ 
Electric Co.. Inc.. electrical wholesa! new types of lamps—fluorescent, met 120) milliamperes al ding vreatest 
’ + | 1 wher ] 4 ] y] Dee liorh 
ing firm of this city, recently appoint cury and incandescent. He said When ASK where towel prightye light 
ed two new outside salesmen, accord production is assured, we intend to sources are needed and where low light 
: : ' _ vated . 2 1] 
6653 ing to L. Brainerd Stratton, sales man move in the direction that will benefit output per inch anted, 200 mill 
ager. They are John R. Van Arnam, the user most He spoke of the new ampere, he sad thre lost popular 
, , ; . ' ae — = 
who is now covering territory in this General Electric fluorescent lamp ta operative value 
itv, and Dean Burke, who 1s operating tory at Circleville, Ohio, rapidly neat Che effect color te erature ol 
in northern New York State Both ing completion, for the manufacture ot lamps have upon materials, merchan 
nen are new with the firn fluorescent lamps exclusively (Continited oF ¢ 108 
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Make every installation 


BullDog’s Field Engineers welcome the electrical distribution layout ... and 
opportunity of discussing layouts with mean savings in installation and mainte- 
Electrical Wholesalers in the early plan- nance costs, as well as highest efficiency 
ning stages of a building project. Their and reliability in actual installation. 
pecial knowledge and experience fre- Why not take advantage of this pre- 
quently contribute to an outstanding building service? 














\ 


oe ee 





Typical installation of BullDog “‘Lo-X'’ Feeder Duct and ‘Plug- 
In" BUStribution DUCT. BullDog manufactures Vacu-Break Safety 
Switches * SafToFuse Panelboards * Superba and Rocker Type 
Lighting Panels * Switchboards * Circuit Master Breakers * “‘Lo-X" 
Feeder BUStribution D'ICT * “Plug-In BUStribution DUCT * Uni- 
versal Trol-E-Duct for flexible lighting * Industrial Trol-E-Duct for 
portable tools, cranes, hoists. 
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a feather in your cap 


We ee wee eee 
Dog BUStribution DUCT, you give 


your customer a power system that thinks 
of all the angles—a real feather in your 
cap so far as grateful clients are con- 
cerned. 


All the user’s angles are covered 
expensive angles like machine layout 
changes, maintenance, unnecessary power 
outages, safety hazards, lack of salva- 
bility. 


Take machine layout changes: With 
BullDog ‘Plug-In’ BUStribution DUCT, 
moving a machine is almost as simple as 
moving a table lamp to a different outlet 
Remove the plug... move the machine 

. reconnect. No turning off the power. 
While your client moves one machine, 
all the others still produce. 


Pays off again and again 


This power system also thinks of the user 
when he changes his entire plant set-up. 
Both BullDog Ventilated ‘‘Lo-X”’ Feeder 





Duct and “Plug-In” Duct for branch 
circuits can be taken down, moved, and 
reinstalled without scrapping a part! The 
investment makes good over and over 
again. 


Another costly angle in plants—power 
losses—is taken care of by BullDog ‘‘Lo- 
X”’ paired-phase arrangement that keeps 
voltage up, operating cost down. This 
feature plus natural ventilation increases 
current carrying capacity, reduces tem- 
perature rise, and increases the life of 
the system. 


BullDog BUStribution systems are easy 
to install, because all parts are prefabri- 
cated and standardized. 


Call your nearby BullDog Field Engi- 
neer for more data. He'll gladly show you 
an installation near your office. 


An advertisement similar to this tells 
the story of BullDog BUStribution to 
316,931 prospects through 11 leading 
trade publications. It sets the stage for 
you to step in and make sales. 


BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN—FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 





Section of BullDog ‘Plug-In Duct, showing a Vacu-Break Bus Plug inserted 
for tap-off purposes; also plug-in opening exposing the conveniently acces 


sible copper conductors. 
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otesromN AD W.A. 


By Alfred Byers, secretary 


National Electrical Wholesalers 


Association 





“PAGING MR. MANUFACTURER” 


Phis will not be 
N.E.W.A.’s 


tion at Cinecmnati, next 


hNhecessalry at 
fHlst .\nnual Conven 
\lay Lhe 
vrowth im size of N.leAW-_.A 


Conventions, requiring the use oft 


~ 


s¢ veral otels to a commnodate 


evervone, has made. it Increasingly 
ditheult for 


ticular 


members to locate par 


manutacturers with whon 
they wished to confer 


\sa 


proy yg 


result of suggestions tor im 


this situation, a new plan 


will be follow ad, at the next Conve 


tion, which careful investigation 


shows has proven unusually success 
ful at other large Conventions ot 
hard goods industries where it has 
How beconx a 


permanent part of 


their program 


“The Manu 
Conterence Booth Cente 


Che plan is called 
facturet 


lt works this way—a large publi 
to the ball 


room at the headquarters hotel, will 


space, convenlent Mla 


be arranged in attractive and uni 
furnished booths, 


mately S&S x 


formly approxi 


10 feet in size. Similar 
space will be arranged in the same 


manner at another hotel in order to 
manufactur 


hotel 


accommodate as many 


CTs as possible his othe will 


‘9 ] 
DOCK 


be only a from Convention 


headquarters 


> ] } } } 
Booths will be rented by manu 


facturers for the period of the Con 


booth will be manned 


vention. [each 
by executives of a manufacturing 


company, and booths will be open 


at stated hours of the day when no 
Convention sessions are in progress 
No displays of merchandise of any 
he oth A 


refreshments — be 


kind will be permitted in any 
nor will any 


served or entertainment allowed 
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Names of manufacturers, and then 
hooth numbers, will be prominently 


posted in | ote ] lo pies tor quick 
refere nee 
obrective ot th 


ter’ is to enable N.I 


members to 


Lhe Spec4iin 
‘Boot! ( ©] 


WA 


vO to one central 


point to see those particular manu 
facturers with whom thev wish to 
confer Conferences can be held 


there and then, or mutually 


agree 


, , “age 
able arrangements can be mace be 


tween a member and his manufac 


turer-supplier to confer later at the 

hooth or wherever else they may 

prefer 
\lready 


CTs have contrac ted for booth Space 


a number of manutactun 


\t this writing, it appears that the 
idea will work out very well. Thi 
hope of the 
is that the 


\ssociation, of course, 


“Manufacturer Conter 


ence Booth Center’ will greatly ex 
pedite the making of personal con 
their 


This has 


tacts between members and 
Inanufacturer-suppliers. 
always been an important feature of 


N LEELW LA.) = Conventions 


everyone's 


and with 
cooperation that 
May, 


popular than ever. 


feature 


at Cincinnati, next will be 


more 


NO ADMITTANCE 


Phere will be no admittance to 
Cimcmnati Convention 
N.E.W.A is the 
new edict for next May. All mem 
| 


be required to 


SESSITOLS ol 


except by badge 


bers and guests will 
display their Convention badges m 
order to attend Convention sessions 
and the 


Booth 


Manufacturer Conference 


Cente Badges will be ts 


sued upon registration. Manufac 


ELECTRICAL WHOLESALING 


turers and non-members, when 
will be assessed a regis 
N.E.W.A 
without charge. All 
ticket of 
\ssociation’s Cock 


Phere will 


registering, 
tration fee members will 
be registered 
will 


registrants receive a 


admission to the 
1 


tail Party. be no banquet 


at the Convention 


AREA MEETINGS ENTHUSIASTIC 


been re 
held 


since our last report on this activity 


(;o0d attendances have 


corded at each areca meeting 
meetings have been held in 
Dallas, Chicago and De 
N.E.W.A.’s 


brought out in 


Recent 
St. Louts. 
troit Discussions of 
Various programs 
formation of special interest to key 
associates of members present. 
Many 
were made at these meetings regard 


N.E.W.A. 


activities 


constructive comments 


ing a number ot current 


programs and committee 


The particular reaction gathered 


from all discussion was that while 
all programs do not apply to all 


members, so far as their advantages 


are concerned, every member does 
derive some benefit from one. = o1 
more of them. 

Surprise was registered quite 


frequently at the wide and inclusive 
scope of N.E.W.A.’s efforts in many 
Many 


of those present had mo realization 


fields of operation and sales. 


that the Variety of data and services 


available to members 1s so. great 


(;seneral sentiment, as expressed, 
about the 


members 


was enthusiastic value ot 


N.ELWLA. to. its 


‘onsiderable contribution to the ad 


and its 


vancement of the whole industry. 
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A Smart Salesman’s Prescription: 





SALESMAN JOHN PAYNE starts work at blueprint 
stage and then follows through with contractor, C. Carnev. 


BOUT a year ago, and aiter | 

had been on outside selling 

for a vear and a half, I came 
to the general conclusion that | was 
spending more time on certain ac 
counts than was warranted by the 
volume of business from them, and, 
by the same token, if [| spent more 
time on certain others [| could in 
crease my sales materially. This is 
fundamental, but being with a mod 
erate sized house not equipped with 
a department for elaborate sales sur 
vey and analysis [| came to. that 
realization only after a serious an 
alvsis of my own situation 

My business is secured principal 
ly through electrical contractors 
working on commercial buildings 
stores and the lhke—sometimes in 
dividual and sometimes groups and 
chains of such projects 
lasting all the contractors | had 

been doing business with, I first 


segregated a larve bracket of what 
[ deemed middle class accounts, 
meaning those known to be aggres 
sive and financially responsible but 
who were known to buy all around 
the town, and bought more probably 
from other houses in the aggregate 
than from ours. 

hese represented about half my 
total number of accounts and were 
slated for a campaign of increase, by 
at least doubling my personal calls 
and contacts in that group. But 
since time cannot be stretched, only 
manipulated, it became obvious that 
it would be necessary to eliminate 
altogether or cut down on the time 
devoted to accounts at the two ex 
tremities of the list 

\nalyzing the list carefully, it was 
clear that many of those in the 
bottom bracket were only using out 
service on hard-to-get 


pick up, 
items. Yet I had been calling regu- 
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‘“Sell’em At The 
Blueprint Stage”’ 


By John Payne, salesman 


4s Told to Henry W.. Young 


Appraise the potentials of every contrac- 
tor; place the most selling shots where 
possibilities for sales volume are bright- 
est AND “Get in on the ground floor”’— 


the blue print stage 


larly in the hope of some time get 
ting a break faking the paring 
knife, | cut these right off at the 
neck as fat as calls were concerned, 
reasoning that if “using” us in this 
way was all they intended to do they 
would be just as apt to do it over 
the telephone or counter whether | 

called or not 
lo cite one example, quite typical, 
there was one contractor who had 
been buving, on the average, only 
material al 
here | had 


been making weekly scheduled calls 


about $175 worth ot 


month from us, and w 


\fter | quit calling altoge ther, except 
to look in on rare occasions when im 
the vicimitv, just about the sam 
amount of business has continued to 
come in from him unsolicited ever 
sce 

Certain others of these small ac 
counts who had been giving me the 


bulk of their business, the volume of 
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THE CONTRACTOR needs careful guidance in estimating the electrical supplies 
required for the job; this is only the first step in selling. 


which was small only because the call to give ( ¢ 

were small, | retained on the callu vy This has reall worked out very 

list and sought to help them build up well and [ soo ild see that there 
On the other end of the list wer was a dropping off in the number 


askin 


mv largest and best accounts, tick of calls to the ottice g that they 
lish to “monkev” with. Nevertheless, locate Payne as soon as possible and 
I was able to salvage considerable send him out there 

time there in two ways, chiefly be [I am aware that some salesmen 
cause they are old, established a may not agree with me that this is 
counts who could be counted upon to good policy from the salesman’s 


produce a steady, normal flow of standpoint that he, personally, may 
business become less and less necessary to 
the customer. But I do not look at 

Explain Situation to Customers it that way, because I know our men 


in the telephone order department. 


regards.” Than to have him say: 


“Where the hell have you been? | 


have been trying for two hours to 


locate you.” 


Break Down Time With Customers 


lhe second method by which | 
have saved time on the big customer 
end of the list has been to more care- 
fully regulate my time spent with 
the customer. Again, analyzing my 
past performance, I found that I had 
been giving to each of these large 
customers about three or four hours 
Without an 
watch check, as nearly as I could 
y estimate I was devoting 
only about half an hour to an hour 
of that time to actual business. 


a week. actual stop- 


honest! y 


lhe rest was given to friendly 
chatter about this arfd 
frequently the case when you know 
the 
“Be Gone”’ 
theory, though without carrying it 


that, as is 


Following the 
Bright. Be 


well. 
Brief. Be 


customer 


to an extreme, I learned to so steer 
the conversations and interviews as 
both time and the 
and, I believe, without 


to save on my 
customer's, 
his noticing that there had been any 
change in that direction. 

As the result of studying, pruning 
and streamlining the list, I now 
have about 40 contractors on whom 
This is about 
all that I can handle and keep going 


I am concentrating. 
efficiently. “he only change that | 
further cutting 
down, in the event that some of my 


can foresee would be 


middle class contractors graduate 


into larger operations necessitating 
spent on 


more of time being 


them. 


my 


As it stands now, I spend about 
60 percent of time on 20 cus 
the 


give me approximately 90 percent 


my 


tomers in middle group, who 


of their business. Vhe 20 also repre 


sent about 55 percent of my total 


Dusiness. 
for me 


Not only was it advisable 


First, I set about giving them a We all work together to save the to rearrange and trim the contractor 
complete picture of our telephone  customer’s time and also to relieve customer list and properly distribute 
order department and how it oper- me of some of the routine order my time among these customers, but 
ates, telling them who the men are, taking part of the work so that | [ also studied my selling methods 
how they thoroughly understand the may have more time to spend on and how to employ my time while 
merchandise and the customer's r giving the other forms of customer actually with the customer to the 
quirements, and how they work in — service. I believe the customer ap- best advantage for both of us. 
close cooperation with me, the out- — preciates this Analysis of past performance 
side salesman on the account, and [ would much rather have a cus showed that I had been getting 
how the customer may expedite mat tomer say to me: “I was in a great best results from contractors spe- 
ters and save his own time frequently — rush for such and such material, and cializing in commercial work, by 
by contacting them rather than wait Bill Jones in your office took care starting each job with them while 
ing to get hold of me for a special of me in fine shape. Give him my it was still in the blueprint stage. 
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Selling Time 


Number of Contractors 


Dollar Sales 





Take 1S %of Selling Time 


Take 60% of Selling Time 


Take 25% of Selling Time 





< HVT TTT > 


15 Small Contractors 


<VTTrrreitt> 


TVOTTVONTT 


20 Medium Size Contractors 





5 Large 
Contractors 


> 
y ‘ 9 * y > Bee ys g lata 


Produce |0%of Dollar Sales 


Produce 55% of Dollar Sales 








ANALYSIS OF ACCOUNTS by the salesman will produce a breakdown similar to the above; this can act as an accurate 
guide in charting his selling effort and time, allowing him to concentrate where the return will be most productive. 


Consequently I follow along that 
line as far as possible with each 
one of them, the large middle 
group particularly welcoming that 
form of cooperation. 


Actual Work Starts at Blueprint 


When the contractor 
wiring or lighting work 
a job, and has 


secures the 
or both on 
the blueprints and 
sit down 
together and go over them with a 
tine-tooth comb. Or 


specifications in hand, we 


perhaps, if he 

may do it at 
home on my own time. Ther 
three things that we 
particular. 

1. Outdated items in the speciti- 
cations for modern 
should be substituted, 
course, also calls for the 
approval of the These 
slips frequently the 
architect is not in the habit of work- 
ing closely with the wholesaler and 
is usually not as well posted as the 
latter on the 


is in a special rush, | 
e are 


look for in 


which items 
which, of 
architect's 
suggestion 


occur because 


merchandise and the 
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latest developments in that line | 
have found, for example, lighting 
fixtures of ten vears or more ago 


specified by catalog number on a 
modern installation. 

2. Look 
unobtainable in this operating re 
eion at the 
out 


for materials absolutely 


present time and work 


substitutions that can be made 
to accomplish the same results with 
materials obtainable here within rea 
sonable time. 

3. Ascertain from the contractor 
the dates on which all materials must 
be on the job in order for him to 
maintain his schedule. 

\fter studying the blueprints, I 
am able to list the required mate 
rials and take care of the timing on 
all of them. If I have served him 
properly in the past, he will trust me 
to take care of his material schedul 
over the period of two or three 
months during which the building 1s 
being erected. 

If the job on which the contractor 
is working is a multiple one—a 
chain of several stores for example 


WHOLESALING 


him early and hard 


I WNpress upon 
that I is to his advantage to vive 
the whole 
group, in order for him to get the 
maximum 7 


me all the business on 
and 
receive the benefit of quantity prices 
are obtainable 


amount of service 


where such 


Another source which has _ been 
very helpful te me in getting in on 
the ground floor of business 1s the 


local manufacturers of electrical de- 
I make it 
a point to visit all of them frequently 
and study their lines, keeping abreast 


vices or lighting fixtures. 


with their developments. Frequently 


they let me know where their par 
ticular products are being specified 
on a building project and will give 
me the general contractor's name. 

matter up with the 


latter, he will usually let me know 


Taking the 


who the electrical contractor is as 
trical 


If one of my 


1 


soon as tne ele 
is let 
the fortunate one, I already 


sub-contract 
contractors 1s 
know, 
when we sit down together over the 
blueprints, all about this local prod 
uct and how it should be used. 








Practical Pointers to Help You 
Win I. L. E. Fame and Awards 


Time, that important element in any competition, is rapidly drawing 


to a close for the International Lighting Exposition Merit Awards 





—January 15th, 1949, is the deadline—-so all entrants from the 
electrical wholesaling division of the industry are urged to spur 


their efforts in this direction and gain their share of fame and cash 





an ea ( ele ( ( hat is walls. tration number furnished by — the 

wholesalers’ ] tine specialists eling fixture areas within the \lerit .\ward Committee and entries 

ind salesmen to get in their th normal range of visior must be of any of the following 
ernational Lighting Eexposition Met 1 ( ould) = show omplete types 
it Award entries is vetting might cle of lighting equipment, Industrial; School and Ofhce 
neal hie ul closing date 1s set for including manutacturer’s name. Store and VWerchandtsing Areas 
nudnight, January | 1949 atalog n er, spacing, mounting  /ustitutional, Public Building and 

From Liv entries received thre height and other data on the egt 1})- VWisce llaneous Areas * reer, Flood 
Board of Judges will select those ment lighting and Airport Lighting. 
Which in their opinion are entitled \ll materials included in the entry With more than 400 entrants off 
to receive Merit \ward Certiticates should) be mounted on standard cially registered last vear, the 1949 
and each winner will receive a han mounting board, 24°x36 suitable = competition already vives promise of 
some Merit Award Certificate val] neving \ll entries shal topping that number by a goodly 
three Gold Seal Merit awards wil over a single subject only: that is, amount, and wholesalers’ lighting 
he made in the group, each carryvi Ingle room are specialists and salesmen are urged 
with it a S$1OO cash award as well ; Not more than three entries shall to get their entries im as early as 
i tramed Gold Seal Certificate ) Lele e person OW possible 
Practical pointers | those ente ever, Joint as well as individual et Ofticial rule books and-= entry 

nl the competition have been. re tries may be made blanks may be secure d by addressing 
leased by the Award Committee and No names ildresses othe requests to Merit Award Commit 
are as follows identifving marks shall placed tee. 326 \West Madison St... Room 


Photographs Help Presentation 


Before-and atter p otograpl Ss are 
most desirable, tl ough not essential 
Llowever, at least one photograph of 
lighting installations should be sub 
mitted Phis should ly taken att 
sunset and without davlight or the 


aid of flash or photoflood lamps 


Vhey should be 8’x10” in size and 


panchromatic film should be us 
Photographs should be taker 
the direction in which peopl 
facing and in the direction im \ 
people are expected to see Lhe 


mination factors should be emp! 
sized, rather than the details of thi 
roon) areas 


\ floor plan should be submitted 


1? 


giving all needed dimensions. Photo 


metric data should be given. such as 





footcandles on various surfaces. re 


SMILING WINNERS of °47 LL.E. 
lg> Zersen (left). 


a ' , ts Awards receive certificates from Carl W. 
fect tactors, brightness readings 
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NOTE: Since we published this article in our February, 1948 issue we 
have received so many requests for details of the forms referred to 
by the author that we now reprint the article together with sketches 
of the suggested forms. 





Part IV 


“Know-How” Builds Bigger Sales 
To Old and New Contractors 








By Leo E. Mayer 























































































































































































































HEN talking to the electri 

cal contractor about various ESTIMATE rors ¢ 

phases of operating his busi "e 

DATE 
ness, you should always emphasize 
- - 5 : OR BLOG as 

that the most important part of his LOCATION ioe ae m. ; 
whole iob is a proper system of ARCHITECT a ee 7 eee 

. ° ac RES 
estimating, Raven a ee -_ 

It is true that the requests for ADDRESS __ ete: Siete rae 
contract prices from electrical con <A 

1 BIO T ARCHT - ENGR OWNER I See mr ousee 
tractors have been much less than mee Se ree : 
if z BID TO BE BY a ADORESS 

normal during the past few vears PLANS: SEES. Aa SRNer pie, 
because the customer was in urgent ser ii ncmitscenbasielendianin 

- . . SCALE 
need ot having his work done and "SPECIFICATION NO } DATE PAGE NOS INTERLINED ON PAGE CORRECTED ON PAGE IN@ERT AT PAGE 
could not wait to have a complete — | . va 
lavout of the work prepared, no ‘nie _ . eee eee oe cvs 
did he have the information so that jane SPECIFICATION REQUIREMENTS 
the contractor could offer a firm bid, Donne ee [reve necerracces OL enmancinron everen 
resulting in the awarding of the — r  parepeererageans SS - 

? -: [irc Panecs oat NURSES CALL 
work on a time and material basis. | ews Meesencen cate 

ae _| sPect ie a _] WATCHMAN S _ 

However, today you can tell con a a smeeneeh 
_ * i - + - - 7 e i = = DRAWINGS lure ¢ srs TELAUTOGRAPH 
tractors that this wav of awarding — - + ons —_— 

. NG and PATCHING Pwr SPECIAL 
work is fast disappearing and there NSPECTION [moron swircwes atau eu natan a 
- . CENSE i Li4 no rime 
fore he must be equipped, once more, sronacs = conneceons crmanisn 
for preparing and submitting firm ot OE ee 
Ls % FRHEA NDERGROUND Ror Ros DICTAPHONE 
bids on specihic jobs. a wine vours [acres PHONES. PUBLIC ; 

In fact, the only way the contrac a Veer, name Sapo 
tor can meet the demand for firm GE, ERE SEIS (Ne- WATCHMAN'S ame 
bids is to set up a complete system a TI "a Ge Ge eae ee Saas 
of estimating and when once installed ~ = —————— -- 
has dines Se ed is Ce SRNR 
that procedure should be followed ean we «dT REMARKS: 

- - . wire os oe 
regardless of the size of the project. gpa gga een 

In starting this estimating svstem oe Ne ee ee eT 
° ‘ in ewe bal v —— 7 = — - a ~~ a — 
it is necessary for the contractor to . te a. ‘ aa 
make a complete review of all the $e 
work covered by the specifications ——— i dincnitucedincieiadalieeaciaastidnadiiiecualicinehadaieamniat are 
on a summary sheet which becomes 





a part of the estimate. In this way 


he will be in a position to take uy SHEET NO. | 
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SHEET NO. 2 


OWneTS 


any part of the work witl 


or others who award contracts and 


make such changes as they may re- 


fact that the 


estimate may or may not be con 


quire regardless ot the 


pleted when questions come up. Un 
less the estimate is prepared in sucl 
flexible form, it will be much more 
difficult to make changes in the bid 

The other important reason for 
having a complete estimate is so that 
the contractor can turn over hi 


estimate sheets to the supervisor, 


in a position to start 
without the help of the 


who should be 
the project 
estimator. This will also be a time 
saver because then the estimator can 
spend his time on figuring more 
work. 

To prepare an estimate, the work 
sheets should be written up in sec 
tions setting up the different classes 
ina that 
branch wiring in one group, the sub 


mannet will keep the 
feeds in one group, the main service 
in one group and a careful listing of 
fixtures other items 
that are not a part of the other group 


lighting and 
listings. In this manner each part of 
the job will be separated into the 
classes of work to be performed 
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OUTLET & CIRCUIT SCHEDULE 
® a " Tend 
ot + + 
4 
€ 8 
? 9 
4 4 
8 8 
) 9 
- : 
& 
3 3 
4 7 a 
. - x 
, he y 
my j ay = f 
y aT) af 
Ne Be i 
. ~PR 4 


In my personal experience, covet 
found the 


system very satisfactory 


ing many years, I have 


SHEET NO. 1 

On this page should be a complete 
with the 
wner, also the name of 


detail of the job location 
name of the o 
the architect or engineer or the gen 


eral contractor, as the case may be, 


and any other information pertain 
ing to job location 

Also listed on this page would be 
the different kinds of materials re- 


quired, thereby providing a com 


plete record of what is in the specifi 


cations. 
This sheet sl ould show the type 
of conduit, whether it is galvanized 


or enameled, heavy wa!l or thin wall, 


whether the boxes are galvanized or 


enameled, type of fittings, type and 


erade of wire and cable, whether 


panels are flush or surface mounting, 
whether branch fuse with or without 


switches or circuit breaker 
panels he 


bt anch 


main service switch 


board or panel should be detailed; 
11 
i 


wall switches and receptacles should 


show type and grade: also, all fix- 


TOTAL " 
WATTS 


re 


ORs 


nn 





x 
‘ + ; 4 
ame OO ON AM BUN 


tures should be listed and 


to pe 


on stems or recessed. It 


whether 


they are installed surface 


mounted o1 
| 1 | 1 ‘ . . 
should show how the main service 1s 


to enter the building, whether over- 


1 


head O! 

If the iS coni- 
ete and carefully prepared it will 
| y prey 


show all the 


underground, and location. 


above Job review 


IntoOrmation necessary 


to make a satisfactory installation. 


SHEET NO. 2 


On sheet number two should be 


1 


listed all branch lighting material, 


itemized outlet boxes, conduit. wire. 


switches, receptacles, switch and re 
ceptacle plates, whether they are to 
be plastic or metal finish, brown or 


ivory, branch lighting panels and 


material to make a complete 


number three the sub 
feeders should be listed consisting of 
conduit, wire. cable. 
junction boxes and sundry items re 


quired for installing sub-feeds. 


SHEET NO. 4 


Sheet number should list all 


four 


t 
\ 


e material covering the service and 


indicating the 
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sub-panels, 


size of conduit, cable 



































FEEDER SCHEDULE — 
eur est No 
Est @ a a... ea ’ ——— eee - ining — 
A et 1 t MO URDOU RERUN RDOUE D RUREO POSED REORE CORED HEET | RUUUG ROUTE BUREE AEGON Be | 
ni | /PERGUE COUES ROGUE RUAEG COOUE CORES DOOEO QUEUE EERE SURED DORG0 EEGDE DDREE TEREE EERE 
* T ++ & +4 TT iT nee 8 @ B+. +43 -+-+-o- 8 -6-+-4-4- 8-4-4 
4 i rH an an roth +SSSES SSSRS CESSES SSSSs Sees = ' 
4 +4 $4 +44 4 $4 4 . 
q i i ** = 
HOGER OUUON OGDEN CUED GAEDE t 
CERES RONDE COREE CEEEE TT i 
i | ‘ Mil t | eee 
PRAT CUCGaWened Gonna TnEnE HEED Taha 1 
| CO i} eneee i 
\ ‘ 4 ii . 
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a | | i St UH 1) 4 i Biiiid 
ee i ' a _— eee BULL PALL 
Pra / ie pw” uf wo] 
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SHEET NO. 3 





size, and entrance connection, also 


the main panel or switchboard with _— a : _— 
sundry material for final hook-up. a _— 
e107 avoness 

SHEET NO. 5 (Use Same as ARCHT OR ENG apone 

Sheet No. 4) PLANS MARK aut 

Sheet number five should list all nit Ss water 
lighting fixtures and other types of —_ — 1 . , : 
material not shown on the other } 
sheets consisting of special job re- Vi 
quirements, 

On sheets two to five inclusive a 
which show the material require- - 


ments also should be recorded the 
lengths or quantities of each kind 
of material so that the unit prices 
of material and the total cost of 
each item will be on the same line 
and the unit labor and total labor 
cost will always be together cover- 
ing each style of material used. 


SHEET NO. 6 


Page number six should be the | oan riil | 





recap of all the work sheets, show- 
ing the totals of labor and material 
taken from each page in figures only 
and then the sum total of the entire ee 
job can be set up. 


[eee 
=< 
—+—_4+4_+,_— 
oe 
——— $e 
4 
+ 


Added to these, the following job —— 
costs that must be included in the 
figures are: insurance covering com- 


pensation and public liability; prop- SHEET NO. 4 and 5 
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crt damag al d en ployee be hent | all assure you that this plan ot 
iMsurance ; social security and unen estimating will prove very valuable 
ployment imsurance ; engineering ex after he once gets the plan well or 
ense and drawings, supervision eanized and has followed it a few 
cartagve, expendable tools and_ the times. 
wlowat for other tools, inspection | accurate reading and _ inter- 
et { t1 el expense if any preting Ot a set ol specifications 1S 
Vhis group of items represents the e} important, because it is eas) 
cra » eEXpense nd should al ike nmustakes and overlook 
vavs be included in the estimate ands things or put items in the bid that 
I ral he above | idded ere not called for in the specifica 
he overhead and protit tions Such oversights may often 
~ tlc COMM Nec 1 ca the ditterence between vetting 
est t¢ Vhnere there ere 1 Osing piece oO work 
aay ( cations, the contra When [| was in the contracting 
vy should make a lavout himself as business, we had a job to figure for 
I Lrlevuare Re lis ‘ cle rst wid whi | We L¢ received a complete 
nes: and i iking up an id the set of plans and. specifications pre 
ida ollow e sane pared = | it prominent architect. 
( estimating revar less oft thre \Wanting t vet the rob we went 
size of the job throug] e job requirements with 
It may ear that the svsten ne tooth comb and were making 
outlined. will worl l hardship On) COM | proveress vitl out estimate 
( \ ¢ we electri i oOntractol uit viel he esti came to and 


SUMMARY 


——) 


HH 
i. 
1 
| 


3 PR 








SHEET NO. 6 


said that there was something 1n 
the specifications he was not sure 
how to figure. That part of the 


which puzzled him 
“The contractor 
shall furnish Benjamin No. 205 Ro 


specifications 
read as follows: 
settes on each lighting outlet to take 
a 200 Watt Reflector.” 

\Ve were awarded the contract 
without delay, but when our com- 
had the 


ob some of them informed us that 


petitors learned that we 


our price was too low and that we 


had better check the estimate ove1 
to see where we had made a mis 
take 

It was true that our bid was 
lower by several hundreds of dol 
lars, but we were not worried about 


the price because we were sure that 
we knew just what the specifications 
called for. 


Obviously, when we figured thi 


| fron 


we omitted the reflectors 


our cost and we did not hear any 


thing about the 


job requirements 
until our work was completed. At 
this time the architect phoned that 
our work was not completed becauss 
installed the 
\Ve informed the 


reflectors 
that 
here were no reflectors required 


we had not 


architect 


therefore we 
furnish them. -\t 
quest oft the 


the specifications and 
would not the re 
architect we went t 
his office and checked the part of the 
specifications referring to reflectors 
and explained why we did not fur 
They admitted that they 
that the, 
furnish them 


nish them 
had 
could not 


made a mistake and 


make us 


Thus our careful reading of the 
specifications was responsible for us 
vetting the job and enabled us to 
make our usual profit on it 

his experience is just 


had 


specifications and should prove how 


one oO} 


many we have with errors in 
portant it is to study each job and 
all the specifications and require 


ments very carefully. 


You as a jobber salesman will 
vain a great deal if vou will study 
all the needs and conditions whicl 


make up a contractor's estimate and 
thereby place vourself in a positiot 
to help him to the fullest extent 

Such assistance to your custome 
will help you build bigger sales and 
promote good will, and you should 
remember always, that a contractor 
who has a complete estimating sys 
tem is always a good competitor and 
generally gets a good share of avail- 
able work. 
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That Vast Rural Market 
Needs Fast Local Selling 




















PART IV 
| “Go out and get it” is the slogan of the successful rural 
salesman, BUT don’t forget to plan the approach and match 
the sales presentation to the farmer’s needs and desires 
{ 
, 
P Hie AVERAGE | electrical Ing the proposition that your firm 
equipment and appliance sales the firm the farmer wants to deal 
man who is selling the rural By D. C. Frederick with and your produet is the prod 
. market has two places in which he uct he should buy. Because of these 
can create sales. Hle can write his is to convince them that the solution factors which are not present 
: orders on the sales floor, in his own — is not to reduce their potentials for store selling, or are present in less 
a store, or he can write up his bust output but to save time and labor 1 degree, selling on the farm demands 
ness out in the field. Sales floor or — their farm operations so that they a different approach than store sell 
: farmyard, both offer prime oppor will be able to handle the large Ing 
: tunities. number. They can do this in many 
at = | FIELD SELLING 
\ fundamental difference exists, Ways. For instance, installing at 
a however, between floor selling and electric water system with automatic Your first step in making a field 
field work. To be successful at both Water cups will solve several prob sale is to locate a genuine need that 
; types of selling it is necessary to Jems. Another) way of reducing exists for your prospect. .\nd, as 
n analyze the difference and to have needed time and effort would be to) we mentioned above, frequently it 1 
_ two different methods of approach. install an electric ket lf vou i need that the tarmer doesnt rea 
. lor example, the sales floor pros- know your products and how they — lize exists. You can uncover this 
" pect, as a rule, is aware of a need fit the farmer's need, vou will be need through friendly but caretully 
or want and has come into the store able to uncover and then to satisiy thought out questions 
i to seek a specific solution to his these wants . . Op and Cra Feel out your 
he needs. He may have selected your Farm selling also calls tor clinel pect, seek av solt spot (a need) a 
“a store because of an ad that was run, 
to or be ause of the prestige ot your 
line or because of the store’s repu- 
i tation for square dealing. \Whatever 
a the reason, he has come into your 
ial store and he is prepared to buy it 
‘ouil you can square your proposition 
_ against his wants. 
Phe farm prospect is another 
vill story. He may or may not be aware 
1d of his needs. If he is aware of them, 
ic] i may, or he may not be aware of 
nal the quality of your line or the repu 
sot tation of your firm. He may not 
ven know what product or type of 
net product he needs to satisfy his 
and Wallts. 
uld For example, many farmers know 
ctor hey are overworked. They never 
ave inish their milking and other chores. 
and Some of them may be planning to 
yail- reduce the acreage tilled or the size THIS FARMER like thousands of others considers farming a business and he will 
f their dairy herds. Your problem buy whatever equipment makes his business more profitable. 
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IF THE FARMER'S CHILDREN can do their studying under 
good lighting at home, they’ll sell good lighting at school. 


caretully as leisenhower developed 


his forces seeking a sott spot in the 
enemy’s line. Don’t rush into a sales 
talk. 
Through friendly conversation 
find out what recent changes have 
taken place or are contemplated in 
the prospect’s farming or in his 
home life. Has he more or less labor 
than he had? If he has less labor he 
might appreciate a labor or time sav 


Has he 


increased his production? If he has 


ing piece of equipment 
planted extra acreage, added to his 
dairy herd, increased the size of his 
garden or if he is planning to brood 
more broilers you can be of help to 
him. Has he recently bought new 
furniture 

Then, taking a different tack, his 
old radio may not be working so 
well or may look shabby to him. Or 
mother might have talked about get- 
ting an electric range or a new re- 
frigerator. If there is sickness in the 
house, if the farmer is getting along 
in years, plumbing made possible by 
an electric pump might look good to 
him. If his children are at school 
and help out on the farm after school, 
good lights for studying would come 
in handy. These needs can be un 
covered in conversation 

You might uncover several needs 
before you will reach one to which 
Yes, he 
may need new lights for the room in 
which the boys study, but he won't 
feel the strain on his eves and selling 


your prospect will spark. 
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him might be a real problem. But 


when the 


subject of a hay drying 
installation comes up, and his eyes 
begin to sparkle you know you have 
him tugging at your hook. 

\fter vou have settled, 
your own mind, what is your pros 


at least in 


pect’s greatest, most immediate need, 
make him acutely conscious of that 
need. Set his house of contentment 
on fire. Don’t introduce your prod 
uct until he 1s eager to get help. G0 
at it slowly 


When 


of his needs and seeking relief, 11 


you've got him conscious 


troduce your product 
WHAT IT IS 


First give him the highlights of 
your product. If it’s a refrigerator 
or a widely used piece of equipment, 
you can describe it in a sentence or 
two. If it’s a new piece of equipment 
such as a welder or a hay drier, a 
long and complete description will 
In general, your job 
is to describe your product in terms 
of what it is. 


be necessary. 


WHAT IT CAN DO 


Your next job is to describe the 
product in terms of what it can do 
For example, a pump will lift 500 
gallons of water from the farmer's 
well and move them to his house, his 
barn or wherever he wants them for 
a nickel. These are the 
attributes of your product. 


just about 


Make 


Dyramatize these qualities 





IF YOU KNOW your products and how they fit the farmer’s 
need, you will be able to sell as well as satisfy your customer. 


mucl 
Make 
him feel the chore of leaning on the 
old pump handle to lift the water b 
hand. Make the feel th 


heat of the old wood stove, then the 


the farmer conscious of how 


500 gallons of water weighs. 


farmwife 


pleasure of cooking by radiant heat 

Use simple, colorful language an 
talk in the 
meaning for your prospects. 


that have rea 
Use the 


words 


same words that they use. 


WHAT IT MEANS TO THEM 


You've told 
your product is, and what it can d 


your prospect what 
now, fit it squarely against his needs 
In simple, forthright terms, explan 
what it can do to meet his needs. 

Understate, 11 
necessary. Offer to prove your state 


Don't exaggerate. 


ments. Mention names of neighbor 
or nearby folks who have expe 
results 
your product. Make a concession t 


rienced the you claim for 
the average man’s habit of doubting 
the salesman. “I know you'll hard] 
believe this pump will really lift 

ton of water for less than a nickel 
especially when it would take yo 
just about two hours to pump thi 
; don't 
word for it. The manufacturer of thi 


water by hand, but take m 
pump has been making them for sixty 
He’s sold four hundred thou 


sand of them. 


years. 
Blank Bros., my firn 
has put more than eighty of them 1 
on farms hereabouts within the last 
two years. Ed Graham, just dow: 
the road, will tell you how well his 
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IF YOU PROMISE service with your 
sale, be prepared to keep that promise. 


works and how little it costs to oper- 
ate. Id was as amazed as you until 
he made a special test and found out 
it was Just as the manufacturer said, 
he could pump all the water needed 
for his family and his herd of nine- 
teen cows for less than $1.25 a 
month on his electric meter.” 

That’s a convincing statement. It 


offers proof with each claim. Make 


your claims equally convincing. 
Prove them as you go. 
\fter you have 


squared your 


product to your prospect’s needs, 
don’t stop there. Offer extra value. 
Show how your fan not only will 
keep a breeze in the living room of 
the farm home, but will keep the 
cattle more comfortable in the barn; 
how it can be used in a home-made 


egg cooler, too. 


THE PROPER PRICE RANGE 


Every good salesman has watched 


business slip away from him for one 
reason; he had the article that the 
customer wanted but he didn’t have 
it in the proper price rangé 

Knowing not only what kind of 
article your prospect wants, but the 
use to which he is going to put 
it and the price he is prepared to 
spend for it, is essential to the proper 
closing of a sale. A farm wife 
walked into a dealer's store and 
shopped the ranges. She looked poor 
so the bright young salesman talked 
up his second line. He stressed price. 
The woman hemmed and hawed and 


finally mumbled an excuse and 
walked out. 

“Time 
snorted. 


waster!” the salesman 

That same woman walked down 
the street to his competitor and met 
a different type salesman. He dis- 
covered that in addition to her large 
family she boarded the schoolteacher 
and, in harvest time, she had from 
four to six extra mouths to feed. 
He showed her a range that would 
meet her needs. He proved to her 
that she could cook a large dinner on 
it easily. He showed her that the 
big pots could be set on top of each 
element with ease. He demonstrated 
the well cooker and warming oven. 
Result? She bought a $285 range 
and an electric roaster to accommo 
date the pressure of extra cooking 
during harvest season. 

She didn’t want to buy price. She 
wanted to satisfy her need for cook 
ing capacity large enough to feed her 
family. 

You can't sell an eight-can milk 
cooler to a farmer with fifteen cows 
Nor should you try to sell a too 
sinall cooler to a farmer just because 
he hasn’t the ready cash to make the 
more Good 
salesmanship consists of knowing 
your product and in being able to fit 
it to the farmer's needs. 


expensive purchase. 


The farmer may not have cash in 
hand to buy the six or eight can 
But if the 
size is right and the need is there 


cooler his needs dictate. 


the proper size cooler will pay for 
itself. The farmer will quickly re- 
alize enough profit through larger 
milk checks to be able to meet his 
payments on the bigger box. 


WHAT TO SELL 


\ farmer may think he wants an 
electric tool grinder, But if he has a 
hand separator, hand churn, if he 
does his own butchering and makes 
his own sausage with a hand grinder, 
you may make a permanent cus 
tomer of him by persuading him to 
buy a quarter horsepower motor in 
That motor, with a very 
simple attachment which the farmer 


stead. 


can rig up for himself, can be used 
as a portable power plant to turn 
not only his tool grinder but his 
separator, churn, grinder, ice cream 
freezer and many other pieces of 
farm equipment 

He will make more money if he 
converts more of his machinery to 
electric power, with the result that 
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he ll return to you for other articles. 
Good, ethical salesmanship con- 
sists in selling the farmer what he 
should buy and not what he thinks 
he wants. Good salesmen are farm 
consultants. A farmer who gets this 
kind of service brags about it to his 
friends. That kind of word-of-mouth 
advertising is invaluable to the sales 
man who plans to make a living 
from the rich ripe rural market. 


SPEAK THE FARMER'S LANGUAGE 


Che “Wal I swan” 
product of a dead vaudeville era. The 


farmer is a 


average farmer is a progressive per 
son who uses the same basic lan 
guage you do, onto which he has 
grafted idioms and terms peculiar to 
his vocation. Brood SOWS, he will 
tell you, farrow. They have litters 
Young turkeys are poults. Eggs are 
hatched, chickens are brooded. These 
are farm terminologies. The farmer 
will have more respect for your ad 
vice, for your sales talk, if, when you 
speak of farming you describe things 
the same way that he would 
Farming is big business. As 
Fortune's |add Haystead aptly puts 


base on 


it, it 1s the broad enduring 
which our entire prosperity rests. 
Have respect for it and for the men 
who make their living out of the soil. 
reat their needs seriously and ob 
tain a knowledge of the needs pe 
culiar to the farming in your trade 
Find out not only what the 
farmer wants but why he wants it 


area. 


Be inquiring. Learn about your local 
farm conditions and, chances are, 
you will find new equipment to sell 
your prospects and new uses for 
present-day equipment 

Talk with your county extension 


agents and your vocational agricul 
ture teacher. Ask them to help you 
farmers 


in’ planning what 


should buy and what it will do for 


your 


them. Be prepared to talk a dollar 
and-cents profit story in their own 
language. When you have your 
choice, sell them profit-earning pro- 
duction equipment in preference to 
luxury or convenience articles. You 
can be certain that the money they 
earn out of the former will be readily 
But if you sell 
luxury articles as a first preference, 


spent for the latter. 


you may be making a one-time sale. 
SELL AND DELIVER SERVICE 


Service isn’t always a matter 
within your control. Usually it’s a 


company policy. But if you can con 
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that a 
is a profitable investment, you will 


vince your firm serviceman 


Remember, the farmer ts 
located 
town. If 


have one 


usually a long way out ol 


his refrigerator breaks 


down he wants it fixed quickly. He 


| 
} 


has cream in it for shipment to the 
and if it 


cash as well as food. He can't afford 


creamery, sours he loses 
to be without the service of his water 


pump or his milker if he has his farm 


veared up to electric production 
standards 

Be able to assure him that you 
carry a top quality line but that if 


trouble should occur, you will have 
a serviceman out to his farm Johnny- 
on-the-spot. And then, make good 
on that promise, 

\n \labama 
twelve miles out of town one rainy 
he had sold a 


needed at 


salesman drove 


night to fix a broodet 


farmer. (nly the socket 
and it 


But the 


tention didnt take ten min 


that it 


he waited until morning and the 


utes salesman knew 


farmer lost the three hundred chicks 
] 


unde the broo ler from ¢ hilling, hie a | 


never be able to make another sale 
to that farmet ‘Besides, he said 
In recounting the episode, “when | 


sold that brooder | promised service 
\nd 


Was 


just he ause out 


SCTVICeCHIal 


away | didn't want to lose my 
business reputation for fair dealing 
\s a general proposition, farmers 
recognize the difficulties in vetting 
out to their farms and are willing to 
pay a fair price for good attention 
But, the, 


want it quickly 


when want they 


\nd 


sales promises to be performed 


service 


they expect 


GO OUT AND SELL 


Don't wait for business to walk in 
Som But only that 


grabbed 


On Vou will 


portion that isn't away by a 


competitor's aggressive salesmat 
ship. You're sitting right on 
the best market 


» ] 1 
Reach out and take it 


top oO} 


vou ll ever ki OW 


Don't reac] 


for the cream and let the rest slide 


away. Reach out with two hands. Go 


up one road and down the next. Beat 
] 


the back bushes. Tackle every farm 


that is connected or will soon be con 


nected with the hig] lines. (10 out 


and sell. 


TWIN SALES 
A little way back we discussed the 
value of selling the piece of produc 


tion equipment before selling the 


convemence applhance. Many sales 
men tind that they can combine the 


two. The farmer who wants an ultra 
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IF YOU COOPERATE with local exhibitions, as shown above, you will increase 


vour sales and gather many new prospects. 


violet ray lamp for lis hen hous 
Cal so |e ol tL dressing table 
lamp for his daughter's bedroom 
Phe prot rom one, through de- 
creased chicket tts pavs for the 
Orne. 

When lls farmer a prec at 
money-making equipment, after you 
ive Oset our sale tind out what 
he would like to buy, if he had the 


a convenience 


Cll i Cl Nake this proposition 
hin \sk hin lo keep a check (1) 
the money he makes from the first 


Janiuilkes 
ell him that ac 
authorities, and 


arti le. le It a ¢ hick brooder 
Ora Water pul] 


cording to heures }y 


ave the Agures to quote (Vout 
county agent can give them to vou i. 
iso many weeks he will have earned 
enough money to buy the electric 
shaver or whatever it is he wants. 


e down on your call 
call 


chances are 


\nd put his nan 
Mak 


1 
Kept r¢ 


calendat your back. It 


ords. 


, , 
ne has 


vou will make another sale 


MEASURE YOUR PROSPECT 


What 
What is his 


Do his wants answer his 


You measure your prospect 
does he think he 


real need 


Wallts : 


needs in the best possible way ? Have 


you something that will do a better 
1ob for him 
botl lle into 


your shop convinced he wants that 


Show mav walk 


tool grinder with the built-in motor. 


Show it to him. Quote price and 
what it will do. Stress its good 
points, too. Then show him why 1t 


may be more advantageous for him 


to buy a portable motor, Give him 


ELECTRICAL 


both sets of figures and let him de 
cide. Once you have built up a com 
plete picture, the final choice is en 
tirely up to him. 

Show. the the 


Be as careful of ht 


prope r size and 
proper quality, 


ting his needs as you would be, with 


all your knowledge, if you were 


buying for vourself. Those are the 
fundamentals of good selling. 

Fell the whole story. Demonstrate 
Offer a 


choice of two articles, citing the com 


vour product thoroughly. 


parative benefits of each whenever 


possible. Qualify vour proposition 
names of farmers who are 
Try to 
mention names known favorably to 


Gaive the 
vour satished customers. 
the prospect. Cite the good reputa 
tion of the Show 
The fact that a manu 
facturer 1s not afraid to make claims 


manufacturer. his 


advertising. 


for his product in print, spending 
gvood money to tell his story, and the 
fact that magazines and newspapers 


with reputations to maintain will 
accept those advertisements will re- 


inforce the claims vou make for the 
product, 
lalk 


ease of handling 


Protit 
| ride ( if owner 


service. Long life. 
ship. Smart appearance, Don't pound 


into submission with 


your customer 
your sales talk, but give him all the 
facts, fully and honestly. That is 
the essence of salesmanship. People 
enjoy being sold. They like the sales- 
man to reinforce their decision to 
buy with his belief that he is present- 


ing an article that is right, in price 


and performance, to satisfy their 
needs 
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CENTURY before the Eng 
lish colonies along the east 


coast of America united to 


form a new nation, Father Jacques 
Marquette beached his canoe at the 
mouth of Milwau 


what 1s now the 


kee River on the shores of Jake 
Michigan, and Milwaukee, “Lake 
(sate to the Northwest,” was first 
seen. 

In 1820, borrowing the word 


good lands 
from the Indians, the city was ac 
tually settled. By 1873 it had become 


* Millioke’’—meaning 


the world’s greatest primary wheat 
market and was a leader in brewing, 
tanning and meat packing. [edward 


1948—ELECTRICAL 


December. 


in Milwaukee 





TWELFTH OF A SERIES 


By Ernest W. Fair ast year 


prod 


al mac] 11) 


1c l¢ melt part Wd acee 

\llis founded his enterprises there machine _ tractors odstutt 
in 1847, pack leat ‘al loathe 

These facts furnish thie bac] ucts, ilt liquon electri 
ground for one of America’s most 9 ery and apparatu hemicals 
inusual cities and one of the cou and varnishes, textile 
‘ry S most imteresting centers ot wd printing and publishing 
electrical wholesaling. Its population Vlilwaukee leads the worl 
today is estimated at slightly ove Nanutacture ese il 
586,000 whereas in 1900 the figures neime muthboare ote 
stood at 285,315 cvcles, tract vheelbarro 

Manufacturing establishments 11 padlocks. It is the location 
Milwaukee County, which = is_ the of the seve inves Irewe 
prime market, produced industrial \ ine It leads the nation 
goods valued at over $1,300,000,000 production OSTeT Vi 
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MILWAUKEE, WISCONSIN 


| 1 1 ] ‘ , 
i@ather gvloves and niittens, til L1ld 
enamelware, saw mid == flour nl 


equipment 


We cite all of this information be 


Cause it serves e thre re icle 
who has neve sited this great 
\Visconsin city a y accurate pk 


ture and trade lite 


1 1 


upon which its electrical wholesalers 


must directly and indirectly depend 


in great measure for their business 


and prosperity 


area ol the Mil 


waukee jobbers covers not only the 


] Bi 
oresa 1g 


Che wl 


city and the Milwaukee County ricl 
] 


industrial and factory area but the 
state of Wisconsin and the | 
Peninsula of Michigan 
all lines during tl 


by Milwaukes w] ole salet S ager 


gated S900,000,000 ! 


Wisconsin itself is primarily a 
agricultural and dairy state and the 
status of the dairy industry in pa 


ticular will determine to a great 


degree just how good things are 


82 


right” and it will probably stay in 
that 


come. 


category for a long time to 


However, industrial leaders 
probably have more labor problems 
to solve in this area than in 
others, but despite that fact there 
exists an actual shortage of highly 


skilled \Wis- 


consin area. 


many 


workers in the whole 


a1 8° 


Che sales side of the story is much 
the same. This area seems to con 


tain a very high percentage of ex 


cellent young salesmen and the aver 
age jobber salesman is a man who 
grew up in the area. It’s an average 
\merican area, however, and the 
fellow from “the outside” does not 
have as much dithculty getting along 
on his route in the Milwaukee area 
as he would have becoming. accli 
mated in others. 

Much sales training is now going 
on within the industry here ... most 
of it is built around broadening not 
only the sales ability of the men 
through study of sales courses and 
meeting discussions, but toward ob 
taining more and more knowledge 
what it is made of, 
how it is to be used properly; and 


constitutes 


of merchandise 


such things as—what 


high quality electrical supplies, and 


why they should always be given 


first priority by the purchaser. 


There has been more and more 
emphasis placed on the quality story 


by salesmen in this area during the 


past few months. They are finding 


throughout the stat iood business that not only is there more demand 


Milwaukee itself depends not only for maximum quality but that it 1s 


the hea of this dairy industry one of their best talking points in 
over the entire state but upon the the competitive picture. Little at 
ealth o ‘ stry we have tention is being given to the price 
ited t Milwaukee County picture as yet, except for study by 
tselt house managerial offices as to how 
Today this industry is doing “all it will affect the future 


(LING CO. | 


ECTRICAL 


> Rab *HOLESALERS SUPPLIES 
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; 
cone LANDER AA) ~| 
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Price is always of importance on 
any this area, for 
Wisconsin business men are noted 
for their frugality and their effort 
at obtaining the best possible bar 
gain. 


merchandise in 


There’s some buyer resistance to- 
day from contractors and dealers as 
well as from home builders and 
building owners. No one in this area 
is particularly happy about the pres- 
ent high price picture. There's a lot 
of emphasis on the fact that quality 
of goods today is much higher for a 
given price than it was a year or two 
years ago and some sales are being 
climaxed on this point. 

Top quality has always been the 


demand of buyers in this jobbing 





WESTINGHOUSE ELECTRIC SUPPLY CO 





GRAYBAR ELECTRIC CO. 


December, 


area. They are willing to pay a good 
price to obtain that quality but sales- 
men are hearing more and more 
arguments that today’s prices on top 
quality goods are beyond that clas- 
sification. 

There has effort to 
obtain goods of slightly under top 
quality in order to shave costs even 


a little, but this “price merchandise,” 


been some 


which is necessarily of somewhat in 
ferior quality, receives very little 
attention. Not until a depression hits 
the country will price become the 
one and only consideration in this 
area. 

Building in the Wisconsin area is 
done on a “permanent” basis and the 


electrical materials 


which go into 


both residential and commercial con 


struction are expected to last a 


mighty long time. There is some 
current-type residential construction 
under around Milwaukee and 
Madison, it is true, but most of these 


houses, 


Way 


built to minimum 
quality standards in order to have 
deal 


construction and contain bet 


being 
price appeal, are of a good 
better 
ter materials than an average for thi 
rest of the country. 

During normal and good times 
only a small segment of the 
Milwaukee and Wisconsin popula 
tion is interested in anything but the 
tops in quality. 


very 


This calls for more and more ex 


tensive training of salesmen in the 








GENERAL ELECTRIC SUPPLY CORP 
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more profitably. Our own particular 
observation is that jobbers and their 
customers in this area are much 
closer to each other than in most 
we have visited. Its a situation that 
will probably bring about got xd busi- 
ness conditions for the trade gen 
erally throughout this area long after 
slumps, in what we hope wall be the 
distant future, have atfected business 
in other sections of the country 

The current picture differs little 
trom that of prewar davs. Most new 
jobbinge tirms that have been estab- 
ied have been very small concerns. 
Some of these are expected to pull 
through and build into respectable 
members of the trade, but most folks 
here feel that it will not be long 
before the little jobbers who lack 





financial resources and resources ot 


STANDARD ELECTRIC SUPPLY CO experience and know-how will find 
very tough going even if business 
wledge of the merchandise thr ber salesmen, because they are find conditions remain good 
el] e average Jobber salesman’ ing that their retailer customers are \s one sales manager told youn 
book is just as bie here as elsewhere today hungrier tor such information reporter, The only thing that has 
and he has to kee ontinually at his than thev have ever been before kept many such firms in business 
~ er te ee}) The foregoing is, of course, true everywhere in this country has been 
abreast of the merchandise listings for appliance salesmen than for svy the shortage situation. Now that this 
that it contains. Study of manufac ply salesmen, for the appliance pic is being eased more and more and 
turers. literature, and in particular ture m this area has becom very they must enter mto very active com 
all service and operating manuals. 1 competitive. The field contains many petition with the older, more expe 
considered a “must” to holding am score retailers who lack a good back rienced, more resourceful and well 
sale 1) ure Salesmen « vround in appliance and supply me established jobbers, many are going 
it out of second nature rather thai chandising and these men 1 particu to find the LOM so tough they will 
hecause the house has outlined sucl ar lean very heavily on the jobber — fold up voluntarily 
a pro edur scile sien to} eiidanes Poday t| c Whethet Or not this happens re 
Phev have tound, in years past, average 1obber salesman 1s spending mains to be seen. It is almost certain 
that they can never possess too much just as much time answering ques that something of this nature is 
information about the products they tions on retail selling and advertis going to happen here in the neat 
are selling and this information must ing from retailers as he is in doing future insofar as small appliance 
not only cover the technical bacl his own selling job jobbers are concerned. Major lines 
ground of the supplies in question Phis is welcomed by most. sales have the great bulk of good deale1 
but also the practical application im men tor they have found that, even ships and also the evet present vol- 
order to conform to codes and stand though it requires more study and ume demand for their trade names 
ards as well Phere s not a salesmat eHort on them part to gathering such Davs of plenty in merchandise stocks 
on the statfs of Milwaukee electt ntormation, it helps to cement good first affect least known trade names, 
cal jobbers v vould tail to hold a vill among retailers and this good and it is these upon which the new 
ob in anv one of the fields he must will makes it easier to sell merehan and smaller jobbers must depend. 
touch in the course of lis selling lise Such going will probably be rough 
Such men require tops in compet It is also pointed out that no here in the not too distant future. 
sation. Cheeks are good ones in this Oobber or his salesmen anvwhere In some measure this applies to 
area, not becatus higher standards an prosper unless the retailers, supply selling also, for contractors 
of payment or system of bonuses dealers and contractors in his area and dealers in this vicinity are very 
but because the average salesmat ire prosperous also. .\lmost every brand conscious. Once they have 
works harder, does a better job and Milwaukee jobber salesman will ex found satisfaction with a given trade 
covers his territory more thoroug!] pound this theorem at great lengt] brand, they have a very decided ten 
ly than the average. Ile is always ind it is something more than mer dency to stick with that manufac 
interested in. selling is customet talk : he knows all too well how truce turer's goods, and it takes some mir 
more and more erchandise, and is — this fact 1s in business today aculous selling to winnow” them 
constantly searching tor new cus Phis, then, 1s one of the = chiet away 
tomers and new ideas that will aid easons Why jobbers and salesmen Chat, of course, works to the great 
in bigger sales for the here isa sm this area are giving a lot of study advantage of the top names in the 
lot of study of retail selling going and attention to ways and means ot industry. It’s a spur to sell quality 
on among Milwaukee electrical elping their own customers Operate merchandise also. 
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WHOLESALE DISTRIBUTION SALE is made in the particular case of an automatic device for operating garage doors. 


Selling New Manufacturers 
On Selling Through Wholesalers 


By Jack E. Bisset 


Sales Manager 
Hollywood Wholesale Electric Co 
Hollywood, Calif. 





lr IS not to be assumed that or older manutacturer who | CX “Poorman is a moto erated ce 

what is known as a “sound job perienced difficulty in getting ace ce OW it ny e fo 

ber policy” is understood by all quate volume on his product: "Tf vou | for opening ane e door 
in the manufacturing field, any more — will establish a jobber poliev, we « es, et t ( -) 
than that all of those who under do business witl u1on indl ww | ( WV ere 
stand it are sold on itt. ome, it ha vour product. Until then we wall not lary tent { 
always seemed to be one it the grave iy able to take It ot Ce i det Cv ere 
responsibilities of thr mdividual \\V here is lie yong to vet s { ¢ 
wholesaler not onl to distribute formation Mir. Hi ( ( ( 
merchandise but to do his part at \s wholesalers, we believe that it 9 tor and menutacture ( 
every opportunity in properly pre should come from us, and in the fo uN) Ile is) alse t 
senting the functions of the whole- lowing paragraphs I shall explain, salesman. For a matter of 12 years 
saler, and his responsibilities and — by actual example, how we go about — he had been selling electrical garage 
obligations to the trade it, this example being the Electric door and gate openers the /iard wa 

It is very easy to say to a new Doorman Co. of Los Angeles. The — that ts, through personal and wo 
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TO REDUCE YOUR POLE LINE OUTAGES IN ALL WEATHERS 










INE WIRE WITH 
A TENSILE-TOUGH 
NEOPRENE COVERING 


An original General Cable Compound development! 
Copper Conductors—Hard, Medium-hard or Soft Drawn 


The Neoprene-Plus compound has been painstak- 
ingly developed by General Cable Research to em- 


body service characteristics of exceptional merit. 


Longevity tests of over 10 years continuous expo- 
sure to outdoor industrial atmosphere have indi- 


cated no evidence of deterioration. 


Engineers and Research staff will be glad to supply 
you with full test data in detail, and to quote from 


the experience of many users. Write or phone. 


GENERAL CABLE 


Co i 2 a: a ee, i ee | 
































of-mouth contact with general build 
ing contractors and with individual 
In that time he had 
made and sold approximately 2500 
units of various models. 
The results of the 12 
effort were not satisfactory from a 
profit viewpoint. His method of 
merchandising was costly and so re- 


home owners. 


years of 


stricted that no real volume could be 
obtained, so his efforts were more or 
less localized in southern California. 

If he had been asked during that 
time why he did not get distributors 
to handle the product, his answer 


would have been that distributors, 
jobbers and wholesalers were all 
alike—middlemen—and were of no 


real use to anybody, but were more 
or less parasites of the industry; 
that they could not really sell mer- 
they could peddle 
catalog numbers. Yes, that is what 
he actually thought, as he himself 


chandise only 


now acknowledges. 

Under these conditions, we were 
somewhat surprised when L. Kloos- 
terman, sales representative for the 
Doorman Co., into 
our office “cold turkey” and wanted 
to know if we thought their product 
could be sold through 


Electric walked 


electrical 
wholesalers. 

Without trying to report the whole 
conversation, we 
could be, 
was strictly in the 


explained that it 
very easily, for the device 
“long-felt-want” 
class, Was comparatively simple from 
the installation and 
experienced salesmen 


standpoint, 
wholesalers’ 
could become sufficiently conversant 
with it in an hour’s time to sell it 
intelligently. Furthermore, we told 
him, the 
merchandised ' 
aged products to be sold through the 
electrical 


various models could be 


ractically as pack- 
] 


contractors and. dealers. 
This resulted in an appointment with 
Mr. Melchior. 

In the discussion with him, a re 
mark was made, insignificant in it 
self, but indicating, I believe, an atti- 
tude of mind on the part of many 
that 


should seek to change wherever it 1s 


electrical wholesalers 


people 
encountered. He began describing 
the product to us and attempting to 
explain the elementary functions of 
as though we 
had no knowledge of electrical ap- 


every electrical part 


plications whatever and didn't know 
a relay from a time switch. 
Without 


out to do so, our questions and sug 


our deliberately setting 
gestions in regard to the product 
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only 


indicated that not 


knew what he was talking about but 


soon we 
were sometimes even ahead of him. 
This surprised him to the point of 
saying: “Why, you fellows seem to 
know more about this thing than I 
do. [ always thought 
that handled si 
many products in your business that 


How come? 


you. wholesalers 
it was impossible for you to know 
much 
ticular.” 


very about any one in par- 
This gave us the opening neces 
explain the wholesaler’s 
function to him. While we, and 


other electrical wholesalers, had sold 


sary to 


electrical products to him, he had 
paid little attention to the 
salers’ salesmen, ordering, by cata 


whole 





Jack Bisset 


sold. 


Sometimes manufacturers have to be 


electrical supplies 
He had 


considered employing a 


log number, sucl 


as he required never 
seriously 
wholesaler to sell /iis product 

We explained to him the nature 
of the 


TIONS ; 


electrical wholesalers’ fun 


how they stock the manuta 

turer’s products and take on _ the 
responsibility of selling it; how they 
credit the 


wholesaler’s salesmen are trained in 


assume risks: and how 


the business from the warehouse up, 


and can take any new item or pres 


line and with a little coaching 


vo Out and pres nt it to the contrac 


ent 


tor, dealer or industrial with intell 
gence and enthusiasm 

He then expressed himself as sur 
and 


had 


prised to learn of these things, 


rankly said that this talk 


brought him to the conclusion that 
electrical wholesalers were the group 
that he should have tied in with 10 
years ago. 

The result was that we took 
his line on the basis of a strict job 


on 


ber policy, which we were instru 
mental in helping him to formulate 
Then, after selling him on employing 
the wholesaler, it was up to us to 
help him get set up to do this. 

His garage door opener comes in 
three models and it may be said that 
on all models the controls are low 
voltage and can be installed in work 
manlike manner at reasonable cost 
The models all apply to any over 
head type of garage door 

The first thing we did to help this 
ight 


catalog 


vet started 1 
detailed 
sheet for each model, carrying full 


manufacturer to 
Was to suggest a 
details, op 
erating characteristics and prices for 
the 


Ing 


mechanical dimensions, 


door opener complete and list 
below all the various parts ente1 


ing into it, with part numbers. In 


stallation charges would, of course 
be separate. 


Since users sometimes wish to 


extend the system by adding more 
stations, or for one reason or anothe1 
desire to get extra parts, a special 


parts price list has been prepared, so 


that the dealer may stock and_ sell 
such parts as he desires 
The next thing to do was to get 
1 
up a very simple, yet complete, in 
struction sheet for installing each 


This was done by 


been 


tvpe of 


openet 
a competent draftsman who had 
specializing in this type of self 
explanatory drawing 
The instruction sheet for residen 


No. | 


so plain that the contractor, o1 


makes ever vthing 
the 


will encounte1 


tial model 


owner if he desires. 
difficulty in making the 
tion. The left half of 


for the installation of the opener and 


installa 


this sheet 1s 


hanger iron inside the garage and is 
identical in all three sheets. The 
right half shows the controls and 
varies with each model 


\nother way in which we helped 
started 


] al . 
wholesale 


this manufacturer get with 


distributing through 
channels was to help him secure sev 
eral local electrical wholesale outlets 
besides our own. At present, he is 
only able to operate on the Pacific 
coast, owing to material shortages 
and other factors. However, he con 
templates national distribution when 


conditions permit. 
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ADEQUATE INVENTORY CONTROL, efficiently organized, is a key factor in profitable operation. 
ith Shifti I t 7 

He ele 1 wholesale n hi obsolete materials ich wi ave ti sign and technical methods 

role of middle ictua ihe rked dow ice or sold at Che electrical wholesaler must not 

purchasing agent ontt t loss | ipplies to most whol huy too little and not too much, he 
tors, industrial buy d retarl sale t is particularly true of the must anticipate what his customers 
His eatest business iZal { elect \ \ rie er, «le uinge as ( are voing to need, and he must have 
of overstockin ) ecu { oes, W facturers who are it when they want it lle must 
arge inventori bsolete ea CS] v alert IMnovations m cle watch constantly for discontinuances 


88 





UNBALANCED STOCKS REVEALED BY INDIVIDUAL ITEM CONTROL 


YEARLY TURNOVER 
FOR ENTIRE STOCK 
2.7 





| | | 


BUT — INDIVIDUAL ITEM 
AMALTSIS REVEALS 


Hem | J 
tem 2- 1.0 
tem 3 - 5.2 
Hem 4- 11.7 
fem 5- 4.5 
hem 6- 11.2 
Item 7- 4.9 


hem 8-6 ~ | | Y | | } | | | 
tem 9- 1.6 eas ae | = ae Tees Some, a 
0 ] 2 3 4 5 6 7 8 9 
NUMBER OF STOCK TURNS A YEAR 

















CHART TI. 


unbalanced 


Average inventory turnover figures conceal rather than reveal 


stock conditions; analysis shows stocks badly out of balance. 


of models and ttems, to keep from 


heing caught with odds and ends of 


irreplaceable and obsolete materials 


lor him, in fact, inventory control 
is very nearly the master-key to 
success or failure in his business. 

\ number of electrical whole 


salers have found an answer to this 


problem in the use of vistble fling 


records. .\ factor involving a special 


1S to be found where stock 


approach 


is spread over a number of branches 


In the specitic zvsible inventory con 
trol experiences discussed on these 
me relates to a single ware 
other to the 


handling of the inventory records 


pages, | 
house control, and the 
where brancl 
cluded. 


operations are in- 


lristate [Electrical Supply Com 
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VISIBLE FILE RECORDS can satisfactorily answer inventory control problems for the large or small wholesaler. 


Held to Sound Controls 
Boosts “NET” on Sales 








Inc., of Hagerstown, Marvy- 
land, formerly kept their records on 
8% x 1l-inch cards, 


in five 


pany, 


fled vertically 


large trays lwo clerks 


“stuffed” tally cards in front of each 


item card for every disbursement 


and receipt. They also priced all 
items from the item card while stuft 
ing This was a tull day's job for 
the two clerks. 

One additional clerk posted the 
disbursements and receipts to the 


item cards with the use of a posting 
machine. The 
that the balance on 
when the 


machine was set so 


hand would print 


In red balan eC Was below 
the 
take 
throughout the ye 
When 
was shown on a card, the 
ottset the 


would 


munimum But this did not 


care of fluctuating minimums 


ar according to 


demand. a red balance figure 
operator 
ecard, so the purchasing 


agent know the item to be 
reordered. The machine posting job 
was a half-dav'’s job 

[ristate had been using a system 


of steel signals, attached to the file 


December, 


cards to indicate the month of last 
purchase or reorder and the month 
ot last the 


of steel signals was found to be un 


disbursement But use 


satisfactory and thus was. discon 


tinued. The vertical travs took con 
siderable office space, making transit 
and reference very awkward. Fun 


ther, the three clerks emploved to 


1 


maintain the inventory control sys 
tem put in considerable overtime, at 
a cost to the company of time-and 
a-half. 

\t this 


Mventory 


point, Tristate called) in 


technicians who installed 


the Kardex system. This is a sys 
tem of visible margin records, hay 
ing the obvious advantage of quick 
reference, with card edges protected 
in pockets of plastic, transparent 
tips. “Split” cards were used, one 
for a purchase and pricing record, 
and the other for a record of month 
sales and shipping weight. 

Phe 
week's supply on hand with a mov 


it “Graph-A- Matic” 


g 


visible margin shows the 


signal, an 
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the month of last disbun 


sement witl 
i green signal \ blue signal in 
center is placed in front of a slide 


{ 


, 1 oe , 
vw the stock clerk, 1f there is an item 


in the slide that should be reordered 
fhis warns the purchasing agent 
vho can of course, tell by the post 
tion of the “Graph-.\-Mati nal 
which iten ite t tra 
should be reorder 

(On certain iten perpetual i 
vent was considered  unnece 
Sary or Wistance On tast-movin 
items such as screws and nuts, o1 
vhich invested capital is C1 sinall 
and on consignment articles such as 
heht bulbs, on which there is no n 
vested Capit i (nh cing re 
ord Is kept tf these 1c Lhe stock 


clerks are fannuhar with thet 
constantly disbursing them from. thr 


P af . ; 
stock Shelves: they notityvy the put 


chasing agent when thi 


} 


moving below normal. B 


Ing a perpetual mventory these 
Wells onsiderable Osting tine 
saved In fac he speed of rete 














Too SLOW Turnover Increases Cost of Possession. Too FAST Turnover Increases Cost of Acquisition. 
fs a ane 7 ¢ / ae 


PROFIT 


COST OF ; 
ACQUISITION r 








PROFIT 
COST OF 
POSSESSION 

ee. COST OF 
| ACQUISITION 

} COST OF 

POSSESSION 

1 4 8 10 
NUMBER OF STOCK TURNS A YEAR 
CHART II. In most every business operation there is an inventory rate be- 


yond which carrying costs are very likely to be increased rather than lowered. 
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CHART IIL. 


poses is increased, the annual carry cost 


With each stock turn, as the capital released for other pur- 


including obsolescence losses) is cut. 
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= TAXES ON INVENTORY 
CAPITAL TIED UP IN 
RECEIVING — INSPECTION STOCK 


INTEREST ON CAPITAL 
WAREHOUSE SPACE & EQUIPMENT 
WAGES OF STOCKKEEPERS 
DETERIORATION — OBSOLESCENCE 
MARKDOWNS 


COST OF POSSESSION 


RUSH ORDERS 
TELEPHONE BILLS 

ACCOUNTING 
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COST OF ACQUISITION 


CHART IV. 


resenting cost of possession is a prime factor in real inventory control. 


Weighing the Cost of Acquisition items against those rep- 
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ence and posting which this system 
has made possible now enables a 
single clerk to take care of the stock 
records, 

The signals have also simplified 
enormously the task of the purchas- 
ing agent because they warn him 


against obsolete and slow-moving 


items. 
at a reordering point. 


He sees at a glance the items 
Sometimes, 
it is good practice when reordering, 
to order other items too, so that 


} 


advantage may be taken of dis 


counts and freight rates; by use of 
a “Graph-A-Matic” signal, the pur 
chasing agent can pick out those 
items nearest the ordering point. 
Moreover, his use of the card does 
not interfere with the work of the 
stock clerk, since he can now take 
one Kardex slide at a time 


items 


only 79 
from the stock records. Pre 
viously he took a tray and tied up 
the records on approximately 2,000 
items. 

The problem of controlling inven 
tory is made more complicated when 
more than one branch or office 1s 
involved. ‘Tristate has a branch in 
Baltimore, Maryland, and a branch 
in Cumberland, Maryland. Hagers 
town, Maryland, is their head 
quarters. 

The card record system used at 
the headquarters in Hagerstown is 
duplicated exactly in Baltimore and 
in Cumberland. These two branches 
control their own stocks, do their 
own buying, pricing and costing of 
Invoices on exactly the same basis 
as that done in Hagerstown. 

But there is a direct-wire tele 
printer connection furnished by 
Western Union connecting the three 
Kardex installations so that if a cus- 
tomer calls Tristate at any location 

if there is a shortage at that loca- 
tion which reference to the Kardex 
would show 


immediately—then by 


teleprinter contact, immediate re 
quest can be made of the Kardex in 
the other locations and the material 
Hagged to the 
therefore, 
of three 


three different points in an organi- 


Here, 
we have inventory control 


customer. 
separate inventories from 


zation 

\ variation of this system is 
found in the Electric Supplies and 
Distributing Company, which has its 
main offices in San Diego, Califor- 


1 


nia, with a branch in El Centro, 


California. Stock is occasionally 
transferred between offices. ( ontrol 


ith stocks is maintained in the 
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San Diego, California, office. 

In the old installation, the San 
Diego stock records were main- 
tained in a home-made tub desk, and 
the El 
tained in home-made wooden trays. 
Cards were 8 x 5 inches with abbre- 
viated captions on 


Centro records were main- 


Guides 
were used for general classification. 


tabs. 


No purchase record was maintained 
other than copies of the purchase 
orders, and no summary record was 
kept of disbursement. 
constant 


Only by a 
scanning of the purchase 
orders, could the purchases be fol- 
lowed up. 

In the Kardex installation which 
replaced this, there are two 4” x 5” 
stock disbursement cards carried in 
each pocket—a buff card on the left 
side for the San Diego stock and a 
white card on the right side for EI 
Centro stock; thus the entire stock 
in both branches is always available 
in any reference to the record. 

The upper halt of the pocket car- 
ries a record of purchases on the left 
side and a summary record of sales 
for both San Diego and El Centro 
on the right side. Indexes are on 
folded, locked-in inserts which also 
carry minimum and maximum quan 
tities with provision 
when required. San 


for changes 
Diego mini- 
mum and maximum figures are on 


Oo 
_< 


9260 


ON ORDER 


Article 


DATE ORDER NO QUANTITY DATE 


10S4¥2| /000 '3/io 
Y, 4/62 /000 | 3/30 
5, 2003 |/000 


RECEIPTS 


ORDER NO 


$2 


the left side of the insert and El 
Centro minimum and maximum fig- 
ures are on the right side. 

Signals similar to those used in 
the Tristate installation are used 
here too to flag the condition of in- 
ventory—when it is “normal,” when 
overstocked, when reordering is in- 
dicated, ete. stock and 
appliance stock are controlled in a 
like manner. 


General 


The main difference 
is that for appliances, it is necessary 
to record the dealer’s name and the 
serial number of the appliances ; this 
is done because most appliances are 
on a consignment basis. 

What all this means in terms of 
dollars and cents may perhaps be 
indicated by Chart I, 
Remington 


compiled by 


Rand System techni- 


cians. This is a graphic analysis of 
an unbalanced stock. In the busi- 
ness analyzed in this chart, there is 
a yearly turnover of 2.7. But the 
items varies 
considerably, from .6 to 11.7 times 
per year. Chart II reveals that the 
smallest and the greatest 
profits are achieved when the cost 


turnover on specific 


costs 


of possessing stock has been reduced 
to a moderate amount, yet ordering 
is not on such a hand-to-mouth basis 
that cost of acquisition becomes ex 
cessive. Turnover on items 3, 5, 
and 7 seems very close to the opti 


Location 


Convenience Qutlet, Duplex 


DELIVERIES 


QUANTITY DATE ORDER NO 


wd 
(025 
/o4l 
/OS2 


QUANTITY BALANCE 


do | 3 
oo 


17 
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mum rate for good operation. 

The ideal rate of turnover varies 
in different companies. For most 
businesses, electrical wholesaling in 
cluded, the most profitable turnover 


is probably 6 to & times annually. 





W HOLESALING ¢ 
thanks to the staff 


ELECTRICAI vtends ts 
Rand 
Inc., for exceptionally fine cooperation in 
supplying the factual material, photo 
graphs and charts presented in this highly 
important artich 


of Remington 
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1 he / / | i ( ie 


Max. 


1 Min, 1500 
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DATE ORDER NO 
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THIS SINGLE INVENTORY CONTROL CARD provides space for four basic types of information. Its 


utility is seriously 


December, 
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limited, however, because one section of the stock card always fills up faster than others. 
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AMERA CLICKS 


At NEWA’s Pacific Zone Meeting 


Coronado. California 





With a three-day session in the 
luxurious atmosphere of the Hotel 
del Coronado, Pacific Zone NEWA 


members and their guests recently 











wanna 


fran enjoyed a program of business 
meetings, social events and golf. On 
hand was ELECTRICAL WHOLE- 
SALING'S cameraman to record 


the event, with evidence shown 


aK ¢ 
DY payee tn’ 
Y yee rest 






RELAXING between business and pleasure are (I. to 1 here, 
Phil Carson, San Francisco; J. FE. Rover, Spokane; Marshall 
Lasher, Emeryville, Cal., and C. W. Goodwin, San Francisco 





wh |. ” 
< ne 
‘ ott! ren 


REPRESENTATIVES there included (1. to r.): A. H. Gudie SNAPPED in the lounge were (I. to r.): B. Manual, WESCO, 
Price Book Service; L. R. Wilson, G. E. Lamp Div., S. Kaplan, retired: H. C. Gerster, WESCO; G. Curtiss, mfgr’s. rep., 
Tucson Elec. Sup. Co.; A.M. McMillan, Harvey Hubbell Co F. Todt, G. E. Supply, and R. A. Balzari, N. E. W. A 








LADIES ATTENDING were (I. to r.): Mrs. S. Hall, Mrs. R AT THE GOLF BANQUET, head table (1. to r.): S. ¥ 
Redfield: Mrs. R. Rohrbach: Mrs. Phillips; Mrs. O. G. Lakin; Mrs. Lakin; J. Bisset; R. A. Balzari, and Mrs. Gui- 
Thompson. Standing: Messrs. Rohrbach, Thompson, Redfield. barra. In background S. Scott and L. Guibarra shake hands. 
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FLUORESCENT FIXTURE 


This slimline fluorescent fixture for industrial 
use has a slide-grip hanger groove that runs 
the entire length of the unit. Top channel 
is one-piece heavy gauge steel, finished in 
gray baked enamel. Reflectors are available 
in either porcelain enamel or baked enamel 
finish—white inside, gray outside. Listed by 
Underwriters’ Laboratories, Inc., the unit 
has a safety spring action that prevents 
lamps from falling because of vibration. 
Bright Light Reflector Co., Fairfield and 
State Streets, Bridgeport, Conn. 





< 


FLUORESCENT LAMPHOLDER 





This duplex push contact fluorescent lamp- 
holder is designed for use with standard 
bi-pin lamps. Its features include: Beryllium 
copper contacts; molded plastic terminal 
block with the terminal screws located on 
the front; spring actuated molded plastic 
discs which operate smoothly in guides and 
assure electrical contact between the lamp 
pins and the lampholder contacts; neither 
vibration nor shock can displace the lamps; 
one-piece mounting bracket is integral with 
the back plate; steel housing has a white 
enamel finish. The device is listed by Un- 
derwriters' Laboratories, Inc., Bryant Electric 
Co., Box D, Barnum Station, Bridgeport 2 
Conn. 








HONEYCOMBED PANELS of all-steel material are hung below the lighting fix- 


tures to form a continuous cetling in this schoolroom. Federal Enterprises, Inc. 


Chicago 4, III. 





FLUORESCENT FIXTURE 


This slimline fluorescent fixture, designed 
for commercial use, is an unshielded 98-in. 
long unit utilizing four slimline lamps having 
a total power of 204 watts. It can be in 
stalled either surface or pendant mounted 
individually or in continuous rows, but ‘s 
especially applicable for surface mounting 
in general merchandising areas, according 
to the manufacturer. Sylvania Electric Prod- 


ucts, Inc., 500 Fifth Ave., New York 18, N. Y 





SLIMLINE FLUORESCENT BALLAST 


This leadless, terminal-board ballast for 
200 ma. operation of slimline fluorescent 
lamps is reported by its manufacturer to 
have the following features: Shortness in 
length, and reduced noise level and watts 
loss. Screw-in clips on the terminal board 
located at one end of the ballast eliminates 
the need for soldering connections. General 


Electric Co., Schenectady 5, N. Y 
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EXPLOSION-PROOF SWITCH PYLETS 
1. TUMBLER SWITCHES with push-pull Rod 


to control motors or lighting circuits in hazardous locations 
1 and 2 gang, 1, 2 and 3-pole, 10 to 30 ampere, also 3 way 
and 4 way, 10 and 20 ampere types. 


2. TUMBLER SWITCHES with interlocking Plug 
Receptacle for use as service outlets for portable electrical 
equipment in hazardous locations. Plugs cannot be inserted 
or withdrawn unless switch is open. Switch cannot be closed 
unless plug is fully inserted. 2 and 3-pole, 20 and 30 ampere, 
250 and 460 volt ratings. 


3. EXPLOSION-PROOF SECONDARY CIRCUIT 
BREAKER PYLETS for protection of motors against over- 
loads and stalled rotor currents. Can also be used for ‘‘on’’ 
and “‘off’’ switch. Single and double pole with a selection of 
interchangeable heater units for protecting fractional horse- 
power motors 


4. EXPLOSION-PROOF UNIVERSAL JUNCTION 
PYLETS —6, 7 and 10 hub types with close-up plugs. For 
easy replacement of sheet metal knockout boxes in the re- 
wiring of old gasoline pump installations. 


5. EXPLOSION-PROOF JUNCTION PYLETS available 
in a wide selection of styles and sizes with threaded or union 
type hub. Furnished with plain covers for general use or 
with covers tapped for conduit to support lighting fixtures. 
Also furnished with pipe plug angle type cover for filling 
with sealing cement 


6. PYLE-O-FLEX flexible explosion-proof and watertight 
fittings for adjustable and vibrative connections to motors, 
floodlights and pendant type lighting fixtures. Furnished in 
any combination of male and female threaded or female 
union type end connections with flexible lengths of 4 to 36 
inches, conduit sizes /"’ to 2”’ inclusive. 


7. EXPLOSION-PROOF SEALING PYLETS have remov- 
able pipe plug covers which can be mounted in any one of 
four positions for filling with cement. Used to isolate the 
wiring compartments of arc-producing devices from balance 
of conduit system. 


EXPLOSION-PROOF UNIONS, male and female, straight 
and 90° elbow types. 


THE PYLE- NATIONAL COMPANY 














A line of the most commonly 
used types of conduit fittings for 
hazardous locations as defined 
in Article 500 of The National 
Electrical Code. Explosion-proof 
Pylets are designed in accord- 
ance with Underwriters’ Lab- 
oratories requirements and are 
classified in their list of inspected 
electrical appliances. Their sub- 
stantial construction and the 
high quality of materials and 
workmanship insure safety, un- 
interrupted service and long life. 
Consult your Pylet Catalog 1100 
for complete listings of the 
above and other Explosion-Prool 


and Dust-Tight Pylets. 





1352 NORTH KOSTNER AVENUE, CHICAGO 51, ILLINOIS 


Offices: New York ¢« Baltimore e Pittsburgh ¢« St.Louis « SanFrancisco « St.Paul « Cleveland 
Export Department: International Railway Supply Co., 30 Church St., New York 
Canadian Agent: The Holden Co., Ltd., Montreal 


PLUGS and RECEPTACLES « FLOODLIGHTS e TURBO-GENERATORS » LOCOMOTIVE HEADLIGHTS e MULTI-VENT AIR DISTRIBUTION 
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FLUORESCENT LUMINAIRE 


This school lighting unit is constructed en- 
tirely of metal and has no glass shielding or 
panels to break or clean. It features a spe- 
cial locking and hanging principle that sim- 
plifies maintenance. Releasing the lock 
allows the louver to slide down into an open 
position on two slotted hangers thus prevent- 
ing accidental dropping of the louver, and 
permits quick, simple relamping and clean- 
ing. The fixture may be flush or suspension 
mounted, individually or in continuous rows. 
It is finished in baked white enamel with 
satin aluminum decorative metal end pieces. 
It operates on 110-125 volts, 60 cycle a.c. 
and is listed by U. L. Mitchell Manufacturing 
Co., 2525 Clybourn Ave., Chicago 14, 
Illinois. 








LAMP HOLDER 


This adjustable lamp holder consists of a 
steel base and stand attached by means of 
a wing nut clamp to a die-cut zinc socket 
housing. Its base is made to fit standard 
3'/44 in. and 4 in. outlet boxes. The socket 
is sealed against moisture and dirt by a 
treated asbestos gasket between the flood- 
light and holder. The unit is equipped with 
a twin-conductor, weatherproof cord. Gen- 


eral Electric Co., Schenectady 5, N. Y. 





KITCHEN VENTILATOR—— 


A 10-in. kitchen ventilating fan for built-in 
ceiling mounting. The unit consists of three 
sections: Ceiling grill and fan unit, ceiling 
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LOUVERED CEILING is constructed of plastic and has tie-rods of various lengths 
so that units may be mounted at any height below structural ceiling. Leader Electric 


Co., Chicago 18, Il. 


housing, and outside grill. Ceiling grill is 
finished in baked white enamel. Ceiling 
housing is equipped with a shutter which 
opens when the fan is turned on, closes when 
fan stops. Outside grill is rectangular and 
fitted with angle baffles. Sleeves are ad- 
justable from 1834 in. to 2234 in. Manufac- 
turer states fan exhausts 470 cu. ft. per min- 
ute NEMA test method for ventilating fans 
at zero static pressure. The Emerson Elec- 


tric Mfg. Co., St. Louis, Mo. 





STARTING SWITCH 


Manual starting switch for use with frac- 
tional-hp. motors driving blowers, pumps 
ventilating systems, small machine tools, etc 
lt features rust-resisting parts; a molded 
base of moisture-resisting insulating material 
which mounts and encloses the mechanism 
and contacts; and a wheel-type movable 


contact which cleans as it rolls against the 
stationary contacts and snuffs the arc when 
it recedes into recess in the base. Positive 
indication that power is shut off is given by 
action of switch handle, which moves to 
off’ position on overload. General Electric 


Co., Schenectady 5, N. Y. 





HOLIDAY GREETING LAMP 


Holiday greeting lamp, available in both 
red and green, is designed for use in stores 
offices, industrial plants and private homes 
When illuminated, the wording appears as 
red or green letters against a red or green 
background. The lamp is rated at 10 watts 
110-125 volts, with a rated average life of 
5.000 hours. It is weather-proof, has an 
aluminized, gas-filled bulb, and can be used 
in any conventional light socket. Sheldon 
Electric Co., 68-98 Coit Street, Irvington I! 
N. J. 
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LIGHTING FIXTURE 


This lighting fixture, designed specifically 


for schoolroom use, has a silvered bowl of 
virtually unbreakable glass with a smooth 
spillway which expels dirt, bugs and debris 
The bowl is 30 in. long by 21 in. wide. The 
finish is satin chrome. The unit has a swivel 
type rod suspension and uses one 300 or 
500-watt bulb. Appleman Art Glass Works 


Bergenfield, N. J 





EMERGENCY LAMP 


A combination emergency light and signal 
flare made with a rustproof and weather 
proof baked enamel steel container for the 
two standard dry-cell lantern batteries and 
A double-throw, 
switch gives instant selection of either the 
steady light or the flashing flare with 100-112 
flashes per minute. The light is visible in all 
directions for over 600 feet. The ordinary 
burning life of the batteries is said to give 


connections. single pole 


continuous flashing for 28 hours or a steady 
light for 20 hours. Two independent bulbs 
are used for light. In the event that one 
burns out, the other continues to operate. 
U-C Lite Manufacturing Co., 1050 West 
Hubbard St., Chicago 22, Illinois. 





FLUORESCENT FIXTURE 


This fluorescent fixture is equipped with full 
depth louvers and translucent side panels 
of plastic. End plates are stamped with 
an attractive decorative design and the en- 
tire fixture is finished in natural satin alumi- 
num with baked white enamel louvers. Either 
two or four light units may be used in the 
same fixture. Gibson Manufacturing Co. 
1919 Piedmont Circle, Atlanta, Ga. 





- 


HIGHLIGHTING UNIT 


This highlighting unit for portable stand or 
wall mount application is designed to fill 
accent lighting needs for window and other 
interior merchandise displays. It has an 
aluminum reflector and a heavy cast metal 
base, plated in chrome. Porcelain reflector 
accommodates PAR-38 spot or floodlight 
as well as R-40 150-watt reflector bulb. A 
heavy-duty universal ball 
simple adjustment of light beam. Comes 
equipped with 6-ft. cord and plug. Mitchell 
Mfg. Co., 2525 Clybourn Avenue, Chicago 
14, Ul. 


swivel permits 





SHOWCASE LIGHTING FIXTURE 


Showcase lighting fixture, shown here in the 
sizes 
15-watt fluor- 
escent lamps. They are equipped with con- 


single lamp size, is also available in 


for two, three, four and five 


tinuous reflectors for unbroken lines of light, 
and three-inch conductor leads at one end. 
The Wiremold Co., Hartford 10, Conn. 





LOUVERED UNITS 


Louver units are made in four sizes, 12 inches 
by 8 feet, 16 inches by 8 feet, 2 feet by 
8 feet, and 4 feet by 8 feet. These units 
carry 2, 4, 6, or 8, 96-inch Slimline lamps 
at 120 ma., 200 ma., or 300 ma. Light cut- 
off is 38°, both parallel and transverse to 
the unit. The units can be used individually 
or in combination, joined end-to-end or side- 
by-side. They can be surface or pendant 
mounted or inset level with ceiling or false 
ceiling. By combining various sizes of these 
units it is possible to develop complete 
louvered ceilings or large louvered panels. 
Each unit is a complete luminaire, contain- 
ing wiring ballast housing and 
sockets in a chassis that also supports the 
louver 


channel, 


They are made of white 
fire-resistent fibre-board and also in pastel 
blue, 


Inc., 


sections. 


shades of green, 
Lighting Products, 
Illinois. 


pink and yellow. 
Highland Park, 











+. 


LAMP CHANGER POLE 


This lightweight steel, lamp changer pole is 
furnished in 5!/2-ft. interchangeable sections 
and is designed so that sections may be 
quickly joined together to provide a pole of 
the necessary length for replacement or 
removal of light bulbs up to a recommended 
limit of 30 ft. Sections are locked together 
by a spring actuated button 
permits quick disassembly. 
insulated for 


which also 
Each section is 
positive protection against 
shock, according to the manufacturer. Mc- 
Gill Manufacturing Co.. 


Ind. 


Inc., Valparaiso, 
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PLUG-IN STRIP 


The plug-in strip illustrated above in a con- 
ventional business office setting features a 
solid continuous copper 
installation 


conductor system 
without dis- 
assembly. It is available in two lengths and 
two spacings of receptacles. The 6 ft. lengths 
have outlets either 6 in. or 18 in. apart. The 
3 ft. length has outlets spaced every 6 in. 
Manufacturer states that the plug-in strip 
can be cut to fit on the job with a hack- 
saw, without taking the assembly apart. 
Listed by Underwriters’ Laboratories, Inc., the 
plug-in strip has a satin gray finish. National 
Electric Products Corp., Chamber of Com- 
merce Bldg., Pittsburgh 19, Pa. 


and a_ simplified 





SWIVEL HANGER 


This swivel hanger is designed for use with 
extra heavy lighting fixtures which require a 
properly anchored swivel attachment to as- 
sure safety. Furnished with a steel cover 
and either '/2 in. or 34 in. hub for pendant 
fixtures, the hanger can be used with I!/ in 
to 4 in. deep concrete boxes as well as 4 in 
octagonal boxes measuring |!/2 or 2!/g in 
deep. Appleton Electric Co., 1701-59 Wel- 
lington Ave., Chicago 13, Ill. 


SCREW ANCHOR-DRILL KIT 


To help simplify screw anchoring problems 
plastic expanding screw anchors are now 
available in an assortment kit, along with 3 
carbide tipped masonry drills. The kit offers 
extreme flexibility on all anchoring jobs 
since the anchors are universal for mounting 
screws into any material, including: Plaster, 
concrete, tile, brick, marble, etc. Holub 
Industries, Inc., Sycamore, Illinois. 








STREET LIGHTING LUMINAIRE 


as conditions of visibility demand. 








has built-in 
responds to changes in the prevailing light 
General 


photoelectric control which 
level and turns the lamp on and off 
Electric Co., Schenectady 5, N. Y. 





SEALED TERMINALS 


These sealed terminals for use on metal en- 
closures—transformer cans, condenser cans 
relay cans, etc.—are made of glazed stea- 
tite that will not crack under rough shop 
handling and are immune to thermal shock 
according to the manufacturer. A tinned 
surface, permanently bonded to the body 
permits easy soldering to the enclosure after 
insertion in a proper size hole. General 
Ceramics and Steatite Corp., Keasbey, N. J 


BATTERY TESTER 


This battery tester festures a dial that sim- 
plifies the determination of the condition of 
a battery. Dial readings are O for O.K 
W for weak and D for dead. The specifica- 
Overall 
overall width, 4 in.; height 
over meter, 4 in.; net weight, 17 oz. The 
pointed terminals are 334 in. apart. The 
Sterling Manufacturing Co., 9205-9223 De- 
troit Ave., Cleveland 2, Ohio. 


unit are as follows: 


length, 12 in.; 


jions of the 
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CABLE CONNECTOR 


This non-metallic sheathed cable connector 
for electrical outlet boxes is made of high 
grade spring steel and plated against cor- 
rosion. It is installed by pressing firmly with 
the thumb or tapping lightly from the inside 
of the knock-out until the connector snaps 
into position against the outlet box. The 
non-metallic cable is then pushed through 
the connector to the desired length, where 
it is held in position without screws or lock- 
nuts. The connector is listed by Under- 
Allied Electrical 
North La Salle 


writers’ Laboratories, Inc. 
Manufacturing Corp., | 


Street, Chicago 2, Ill. 
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CIRCUIT BREAKER 


Available for flush and surface mounting, 


this enclosed branch circuit breaker has 
located 
knockouts, and is mounted with independent 


screws 


ample wiring space, conveniently 


to facilitate removal or capacity 
changes of breaker, according to the manu- 
facturer. Entire breaker assembly may be 
removed to simplify wiring. Recommended 
by manufacturer for controlling lighting in 
garages, residences and business establish- 
ments, or for controlling small motors on 
machinery of which the motor is a part. 
Frank Adams Co., 3650 Windsor 


Place, St. Louis 


Electric 
Mo. 





PORTABLE EXTENSION CORD REEL 


This portable extension cord reel is equipped 
with socket and guard and has many uses 
particularly in garages and service stations 
where lighting is required underneath the 
car or truck. Model shown is equipped with 
three casters so that it can readily be moved 
around to focus the light where required. 
The reel is painted gray and equipped with 
twenty feet of SV 18/2 rubber covered cord 
and a male attachment plug is provided to 
The socket, 
bracket and guard are cadmium plated. It 
is equipped with a level-winder arrange- 
ment which distributes the 20 feet of cord 
evenly and stacks it properly in the reel 
when the cord is retracted. 
Products, 10700 Broadway, 
Ohio. 


plug into the wall receptacle. 


Benjamin Reel 


Cleveland 5 





BUILDING WIRE 


Building wire which is covered with a sheath 
woven of inert, inorganic fibers of high di- 
electric strength. According to the manu- 
facturer, this sheath cannot rot or burn, and 
is flexible, stronger than cotton or rayon 
unaffected by moisture or temperature 
changes, immune to ordinary acids and al- 
kalies, and repellent to fungus and rodents. 
This wire is listed by Underwriters’ Labora- 
tories, Inc., and is now being manufactured 


in #14 and #12 B & S. Triangle Conduit 
and Cable Co., New Brunswick, N. J. 





CONNECTOR 


Copper and aluminum conductors can be 
connected at service entrances by means 
of this The tin-plated copper 
alloy body makes the connector suitable for 


connector. 


both aluminum and copper. A pressure bar, 
tin-plated, prevents contact of dis- 
similar and distributes the screw 
pressure so as to minimize cold-flow of the 
aluminum conductors placed beneath it. 
Burndy Engineering Co., Inc., 107 Bruckner 
Blvd., New York 54, N. Y. 


also 
metals 


= 





MOTOR 


This d.c. motor for heavy duty mill and crane 
service is adaptable for use totally-enclosed 
non-ventilated or separately ventilated. Fea- 
tures offered by this motor include: Short- 
ened housings; special grease 
slingers and grooves to keep grease and 
dust away from commutator and windings 
removable bearing caps to facilitate bear 
ing inspections; solid cylindrical roller bear- 
ings supported against thrust and radial 
loads. Crocker-Wheeler Electric Manufac- 
turing Co., Ampere, N. J. 


a 
A 


—a, 


bearing 


CABLE 


For three-wire service, this 600-volt service 
cable of the self-supporting type consists of 
two power conductors of stranded soft 
drawn copper insulated with a heavy wall of 
Neoprene, twisted around a bare neutral of 
hard-drawn copper which serves as a sup- 
porting messenger. The cable is available 
in sizes 8, 6, 4, and 2 AWG. Rome Cable 
Corp., Rome, N. Y. 
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FOR FLUORESCENT LIGHTING... 


INSIST ON Certified Ballas: 





...and forget ballast worries 


It may not be fair, but your customers are likely to blame you 
if fixtures fail because of faulty ballast performance. 
Why not avoid this worry? Just make certain that any 


fluorescent fixtures you endorse are equipped with Certified Ballasts. 


Certified Ballasts in fixtures assure— 


® Quiet operation @ Rated light output 
® Full lamp life @ Dependable performance for life of fixture 


Certified Ballasts are built to strict specifications—then tested 


and checked by impartial Electrical Testing Laboratories, 





Inc. That’s why you’re safer when you put reliance 
CERTIFIED 


on Certified Ballasts. 


®; 


Makers of Certified Ballasts for Fluorescent Lighting 





2116 KEITH BLDG., CLEVELAND 15, OHIO 


/ 
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CABLE REEL 


This portable cable reel is designed to house 
up to 300 ft. of ¥% in., $12, four-conductor 
cable or equivalent. Intended for use with 
any phase current, the reel comes standard 
with three or four collector rings. The rings 
are of heavy beryllium copper with double 
copper contact brushes, and are seated in a 
phenolic easting, housed in metal. The reel 
weighs 21 lbs. and is rated 75 amperes at 
220 volts. Other 
handles, use of tubular supports in 
frame, adjustable brake and lock. Industrial 
Electrical Works, 1509 Chicago Street 
Omaha 2, Neb. 


features include: Twin 


steel 


THERMAL OJLER 


An automatic thermal oiler for solid, wick 
or waste-packed bearings, especially de- 
signed for installation where space between 
oil hole and machinery is very limited. Off- 
center feed spout makes mounting possible 


Oiler 


comes in |, 2, and 4 oz. sizes. Always visible 


where clearance is as little as 34 in. 


oil reservoir is made of unbreakable plastic 
and all metal parts are cadmium plated. To 
install, remove old oil cup and insert !/g in 
pipe thread-adapter furnished with every 
oiler. Trico Fuse Co., 2948 North 5th St 
Milwaukee, Wis. 





CABLE STRIPPER 


This cable stripper is designed particularly 


for use with small diameter non-metallic 
sheathed cable, but the manufacturer states 
that it will effectively strip the sheath from 
larger-sized cable. The stripper is composed 
of two hinged parts, measures 2!'/2 x I'/4 in 
and is made of formed steel which is case 
hardened and cadmium plated. In opera 
tion the end of the cable to be stripped is 
laid in the rounded bottom channel. The 
hinged top is then closed over and firmly 
cable. This 


forces a rudder shaped ripper through the 


pushed down on the action 


sheath. The stripper is then pulled forward 
Electric Prod- 
ucts Corp., Chamber of Commerce Bldg 
Pittsburgh 19, Pa. 


slicing the sheath. National 





CONDUIT FITTINGS 


Each of these one-piece, cadmium-finished 
steel fittings for E.M.T. thin-wall conduit has 
a tapered thread that acts as a die, cutting 
its own threads on the tubing when screwed 


into locking position. Approved as rain- 


tight by Underwriters’ Laboratories, Inc. 
these fittings are furnished with knurled 
grips, but also may be obtained with hex 
grips. Briegel Method Tool Co., Galva, Ill 





VAPORIZER-BOTTLE WARMER 


This electric bottle warmer may be converted 
into a vaporizer by simply placing a special 
110 volts, 
a.c., and shuts off automatically. Spartan 
Company, 2900 Emerson Ave., South, Min- 
neapolis 8, Minn. 


cap in the top. It operates on 





HUMIDIFIER 


By drawing in air through a fiber filter and 
adding moisture to it, this humidifier, ac- 
cording to the manufacturer, increases per- 
sonal comfort in heated homes, decreases 
nasal and respiratory diseases during winter 
months, protects finishes from 
cracking because of excessive aridity. Unit 
is switch-operated and has a reservoir that 
holds three gallons of water. Fresh'nd-Aire 
Co., 221 North La Salle St., Chicago |, Ill. 


furniture 





ELECTRIC FAP’- 


This electric fan incorporates the following 
features: Square mounting panel, easily in- 
stalled; streamflow motor enclosure; smooth 
surfaces; terminal box without exposed wir- 
ing; three-blade propeller; streamlined in- 
let. American Blower Corp., Detroit 32 
Mich. 


y YY Ai) 
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WINDOW FAN 


Mechanical features of this |6-in. window 


fan include: Capacitor motor, four large 
aluminum blades, expanded metal grill for 
mounting in windows with a minimum open- 
ing of 16 inches square. Unit is finished in 
ivory and delivers 2,000 cu. ft. of air per 
minute, according to the manufacturer. The 


Emerson Electric Mfg. Co., St. Louis Mo. 
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OSCILLATING HEATER AND FAN 


This new model of an oscillating heater and 
fan features a heating element that gives a 
heat intensity of approximately 5,500 B.t.u. 
and an oscillating safety clutch which con- 
trols the 90 degree oscillating action. If 
oscillating action is accidentally interrupted 
or stopped, no harm results to the oscillat- 
ing mechanism because the unit is auto- 
matically put into Slight 
pressure of the button resumes operation. 
The unit has a heavy die cast base, two- 
tone brown all steel case, and is 12!/2 in. 
high by 12 in. long by 81/2 in. wide. Wittie 
Mfg. Co., Inc., 1414 S. Wabash Avenue 
Chicago 5, Ill. 


non-oscillation. 





Me 


la 4 


PUBLIC ADDRESS SYSTEM 
This public address 


microphone, high conversion efficiency re- 
flex loudspeaker and a battery 
Circuit wiring is of the simple series type. 
A press-to-talk switch incorporated in the 
microphone handle places the system into 
Total 
livered by microphone to 


system consists of a 


storage 


instantaneous operation. power de- 
loudspeaker is 
approximately |'/2 watts from a 6 volt d.c. 
source. Storage battery for portable and 
mobile use may be replaced by an a.c. rec- 
tifier unit if system is installed for perma- 
nent paging and 
University Loudspeakers, Inc 
Ave., White Plains, N. Y. 


announcing purposes. 


80 S. Kensico 


\ 





POWDER-ACTUATED DRIVER is used to “pin” a large switch box to concrete 
wall. No drilling or anchor plugs were needed. Four studs “shot” through the metal 


back of the box into the wall hold it solidly. 


Pa. 





i tLECTROMODE 


— ed 


to 


ELECTRIC HEATER 


This fan-circulating electric heater, finished 
in chrome, and specially designed for heat- 
ing bathrooms and other small rooms, con- 
nects to the |10-volt a.c. circuit. It is rated 
at 1320 watts. A built-in fan distributes 80 
cubic feet of heated air per minute. Heat 
is generated by a patented cast-aluminum 
heating element which has no exposed wires 
or glowing coils. The heater is equipped 
with a thermal safety switch that prevents 
Electromode Corporation, 45 
Rochester 3, N. Y. 


overheating. 
Crouch Street 


COIN METER 


Coin meter designed for use in rental of 


washing machines, refrigerators, television 


sets, etc. It can handle timings up to 60 
minutes and operates on quarters only, ac- 
commodating $40 worth. Case is constructed 


of 21 gauge drawn steel, reinforced, and is 


Mine Safety Appliances Co., Pittsburgh 


equipped with a special heavy-duty lock 
The fully-enclosed clock motor requires no 
oiling and reportedly is not susceptible to 


damage roaches 


from dust, moisture, or 
For mounting on the appliance or wall, holes 
are provided in the back of the meter 
International Register Co., 2624 West Wash 


ington Blvd., Chicago 12, Ill. 











KITCHEN FAN 


Major changes completed in this kitchen fan 


have resulted in the 


incorporation in the 
unit of a stamped aluminum impeller instead 
of a casting, an angle mounting post instead 
of a straight post, a stamped aluminum 
back-draft damper which is counter-balanced 
and has an overlapping butterfly, and Neo 
prene grommets for mounting the 
Stewart Manufacturing Co., 


Washington St 


motor 
3205-11 East 
Indianapolis |, Ind 
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SOLENOID VALVE 


A solenoid valve for use in air conditioning 
equipment, washers, heaters, machine shop 
equipment, drinking fountains, etc. The elec- 
trical section of the valve is completely 
isolated from the flow section with no possi- 
bility of fluids contacting the coil. Due to 
the direct flow design, the valve has a very 
small pressure drop. It will operate under a 
wide range of pressures from zero to 600 
pounds per square inch. It is available in a 
variety of sizes from 32 volts to 440 volts 
for alternating current and from 6 volts to 
115 volts for valve is 
normally closed. When current is turned on 
it opens; when current is off it closes auto- 
matically. Caltron Products Co., 2221 War- 
Santa Monica, Calif. 


direct current. The 


wick Ave 





ELECTRIC MIXER 


This electric mixer is designed for use in 
kitchens, bars and 
motor is a shaded pole type operating on 
115 volts, 60 cycle, a.c. and is provided with 
self-lubricating bronze bearings with built-in 
Agitator rod is 5/16 inches 
stainless steel and rinses clean easily and 
quickly. Electro Engineering Products Co. 
Inc., 4824 W. Kinzie St., Chicago 44, Illinois 


recreation rooms. The 


oil reservoirs. 





AUTOMATIC RECORD PLAYER— 


This record player plays both sides of 10 and 
12-in. records automatically without turning 
them over, and automatically stops and 
shuts off when the last record in any se- 
quence is played. It has a pick-up cartridge 
of the semi-permanent twin stylus type and 
is equipped with two semi-permanent styli. 
Manufacturer states that unit will fit most 
radio-phonograph combinations, or,  fur- 
nished with a wood finish cabinet base, can 
be attached to any radio. Markel Electric 
Products, Inc., Buffalo, N. Y. 





PORTABLE ELECTRIC DRILL 


A portable electric drill with a capacity of 
'/> in. in steel and | in. in hardwood. It 
wood augers up to 7g in. and hole saws up 
to 2!/2 in. Features and specifications of 
this drill include: net weight 9 lbs; overall 
length 15!/2 in.; universal a.c.-d.c. motor 
with a no-load speed of 400 r.p.m. and a 
full-load speed of 240 r.p.m.; housing and 
handles of light-weight aluminum alloy, pol- 
ished finish; blower-type fan for cooling; 

side handles for 
balanced armature; oil-retaining 
bronze bearings with ball thrust on chuck 
spindle; heat-treated steel gears in grease- 
tight compartment. It is supplied with a 
3-wire (with ground wire) rubber-covered 
cable and attachment plug. Portable Elec- 
tric Tools, Inc., 255-59 West 79th Street, 
Chicago 20, Ill. 


removable close-quarter 


drilling; 





REFRIGERATOR 


A table-high electric refrigerator of 3.5 cu- 
bic feet capacity, designed especially for 
apartments and small homes. Dimensions 


are: 34!/2 inches high, 24 inches wide, 22!/2 


inches deep. The cabinet liner is of all- 
welded construction finished in vitreous 
enamel. Exterior is finished in polished, 


baked white enamel over rust-proofed all- 
steel construction. Condensing unit is !/g hp. 
hermetically sealed and is available for 50 
cycle or 220 volt operation, as well as the 
standard 110 volt, 60 cycle, a.c. single phase 
current. Moss Atlas Corp., 244 Herkimer 
St., Brooklyn 6, N. Y. 





PNEUMATIC TIMER 


An a.c. pneumatic timer designed for indus- 
trial control timing needs such as machine 
tools, conveyors, automatic processing equip- 
ment, etc. Small in size, it measures 23/4 in. 
wide by 47% in. high. The timing range is 
from 0.3 seconds to 3 minutes and a timing 
adjustment can be made from the front of 
the unit with a screwdriver. Reset of the 
timer is reported to be practically instan- 
taneous. It is available either with one or 
two timing steps. The two steps eliminate 
the need of one timing relay and are inde- 
pendently adjustable over the entire range. 
Cutler-Hammer, Inc., 476 North 12th Street, 
Milwaukee |, Wis. 
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ELECTRIC MIXER 


This electric mixer, according to its manu- 
facturer, offers the following features: Con- 
trol device which permits thumb to set mixer 
to one of ten speeds; saddle attachment 
that provides one-hand portability; lever at 
bottom of the standard which shifts bowl 
while beaters are in operation; light weight 
handle. Hamilton Beach Co., Racine, Wis. 





ELECTRIC POLISHER 


This electric polisher can be used for polish- 
ing and buffing metal, wood, plastic and 
other surfaces. The specifications of the 
unit are as follows: Air cooled motor; 110 
volts a.c. and d.c., 1.6 amperes; 1600 rpm. 
no load and 1200 rpm. normal load disc 
speeds; sealed ball bearings; 10-ft. extension 
cord with quick make and break switch in 
handle; weight, 5 Ibs.; length, 8 in. overall. 
Jones Motrola Corp., Stamford, Conn. 


INSULATING TAPE 


A self-bonding electrical insulating tape has 
been announced by the Bishop Gutta Percha 
Co., 420 East 25th St.. New York 10, N. Y. 
The manufacturer states that when applied 
under normal wrapping tension such as in 
splicing electrical connections, the new tape 
coheres to itself and other insulations to 
produce a permanent insulating jacket. The 
tape is a blend of synthetic polymers and 
resins. 





ELECTRIC FLOOR 
that revolves at a speed of 3,000 rpm. 





TIMER 


Automatic interval timer, available in four 
models measuring the following intervals: 


0 to 120 seconds, 0 to 15 minutes, 0 to 2 
hours, 0 to 12 hours. Powered by a syn- 
chronous, self-starting, permanently lubri- 


cated motor, this timer operates on a 120- 
volt, 60-cycle a.c. circuit, with a maximum 
load of 1,200 watts. Triple action control 
knob permits manual or automatic operation. 


Control pointer and timing pointer are 
made of anodized aluminum. Dial is pro- 
tected by shatterproof plastic window. 
Timer is enclosed in gray acid-resistant 


plastic case. Unit weighs two lbs. General 
Electric Co., Schenectady 5, N. Y. 


POLISHER has_ 150,000 


» C. Johnson & Son, 


brush 
Wis. 


natural fibers in a rotary 


Inc., Racine, 





DEFROSTING CONTROL 


This defrosting control converts any home 
electric refrigerator to automatic 
nightly defrosting. Once set to the approxi- 
mate time of day, the unit will automatically 
start the defrosting cycle after | a.m. for 
periods of from | to 4!/2 hours. Installed by 
plugging refrigerator cord into defrosting 
control and that unit's cord into a recepta- 
cle. Listed by Underwriters’ Laboratories, 
Inc., the unit measures 3!/2 x 2!/, x 5!/2 in. 
White enamel finish is baked on metal case. 
Pointer knob is red. Paragon Electric Co. 
Two Rivers, Wis. 


fully 
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ROTATING CAM LIMIT SWITCH 


A heavy-duty limit switch 


which opens and closes up to 12 circuits 


rotating cam 


at any position of the actuating cam shaft. 
All circuits can open or close in any se- 
quence or elapsed time. Each cam is in- 
dexed for accurate setting. Contactors are 
individually detachable, and the shaft and 
cam assembly can be removed for adjust- 
ment. This switch is adaptable to any pro- 
gramming control or time-sequence opera- 
tion, according to the manufacturer, and is 


available in general purpose or watertight 
Allen-Bradley Co., 


enclosures. Milwaukee, 


Wis. 





GRINDER 

Designed for grinding, buffing, tool sharp- 
light 
production and tool room work, this bench 


ening, polishing, wire brushing, and 
type grinder is furnished with two 6 x ¥% in 
Adjustable 
tool rests permit contact with wheel at any 


wheels—one coarse, one fine. 


desired angle. Toggle-type switch and 6 ft 
cord and plug are supplied with each unit 


Motor is single phase, 110-volt, 60-cycle 
and is available in '/4 and '/; hp. sizes. Op 
erating speed is 3450 rpm. Torq Electric 


Corp., 1021 Bedford, Ohio 


Interstate St., 





REMOTE CONTROL SWITCH 


This remote control switch is designed for 
use with any desired number of momentary 





ELECTRONIC DETECTOR 


Co., Schenectady 5, N. Y. 


contact switches for the operation of yard 
lights pumps, 
consists of a solenoid plunger-type ratchet 


machines, motors, etc. It 
switch which is energized by operating a 
switch. The unit is 
mounted on a plastic panel, equipped with 
large terminals and housed in a heavy cast 
A drain hole 
provided for 


momentary contact 


aluminum weatherproof case. 
screened for protection, is 
drainage of excess condensation. To safe- 
guard against overload, the unit carries a 
replaceable |5-amp. fuse protected by a 
spring-hinged cover. M. B. Austin Co. 


Northbrook, Ill. 





ELECTRIC DRILL 


This electric drill with a pistol-type grip is 
available in the following drill size capacities 
and rated speeds (idle): 3 in. at 650 rpm.; 
5/16 in. at 1000 rpm.; and !/, in. at 2000 
3500 and 5000 rpm. 


accessibility to 


Feature of the unit is 


motor brushes and com- 


is designed to measure concentrations of 
vapor in the air which may be injurious to the health of workers. 


mercury 
General Electric 


mutator without dismantling the drill. Other 
features and specifications are: 
a.c. and d.c., 115-volt two pole 
locking, automatic release-type switch; 10-ft., 
3-wire cord; cast aluminum tool housing; 
overall length, 734 in.; net weight, 3¥% Ibs. 
Milwaukee Electric Tool Corp., 5344 W 
State St., Milwaukee 8, Wis. 


Universal 
motor: 





TIMER 


This instantaneous reset timer is one in a 
series of timers offering timing ranges start- 
ing at five cycles to five seconds and up to 
two minutes to three hours. The time setting 
adjustment is accomplished by moving the 
button pointer to the time cycle required. 
As soon as the clutch is disengaged, an 
internal spiral spring brings the actuating 
arm back to its reset position. Industrial 


Timer Corp., 115 Edison Place, Newark, N. J. 


When Writing Wention ELECTRICAL WHOLESALING 





104 


ELECTRICAL WHOLESALING 


1948 


December, 








is 











Tube Inventories Can Be Simpler 





VIER 600 radio tubes may | 

listed on a new receiving tube 
inventory analysis guide specially 
designed for use by distributors in 
checking and controlling radio tube 
stocks. 

Phe new guide, which was intro 
duced by the tube division of the 
(seneral Electric Company, is based 
on the estimated replacement. sales 
of each type during a 90-day period 
by a distributor who. sells 50.000 
tubes annually. 


Holds All Needed Information 


Phe twelve columns on each 11x 
14 inch sheet of the new guide in 
, 


isting the follow 


— 


luce space for 
ing: The number of tubes in stock; 
how many tubes on order; the num- 
her needed to balance stocks, and 
maintain sales on the basis of fou 
times annual turnover: the numbet 
of tubes sold during a given period ; 
other inventory data. 

Che guide represents replacement 
sales on a national basis and con 
siders types sold the last two vears 
to equipment manufacturers. 

The sheets may be removed from 
the guide for inventory purposes. 
ube Ly pes may also be added on 
the bottom of each sheet and thus be 


corporated into the listing Lhe of the New York City) company 
new imventory guide is) furnished which bears his name. uses the in 
complete wath clipboard ventory analysis guide to check nis 
In the photograph at the top ol ube stocks while a warehouse em 
the page, Milton Fisher, president — plovee, right, identifies the tubes 
Poge ; 
. 
5 
: 1 
rvee é - ® 
; ° 
A 
. 
t 
{ 
= 
: a 
| ie 
t ; + 
oa [ics 
: | 


TYPICAL SHEET in the Gen. Elec. receiving tube inventory analysis guide. 
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CAMERA CLICKS 


at Salt Lake City 








FUNCTIONAL design and brick construction characterize the exterior of Wesco's new building at Salt Lake City. 


TO MEET THE INCREASING DEMAND for electrical supplies in the territory 
Westinghouse Electric Supply Co. has moved into its large new building at 
210 Rio Grande St., Salt Lake City. This one-story building with 40,000 sq. ft. 
of floor area features high intensity fluorescent lighting throughout and is 
equipped with the most modern facilities for handling of materials. John 
Longden is branch manager; P. A. Maughan sales manager of apparatus and 


supplies and H. H. Falkner sales promotion manager. 


PERSONNEL rela- 
tions are strength- 
ened by branch's 
coffee shop where 
employees can relax 
twice daily and en- 
joy free java pro- 
vided by the firm. BESIDES building a new home, Wesco's 

Salt Lake City branch also acquired a 

sales promotion manager—H. H. Falkner. 











LITERATURE room is commodious and concrete-floored; con GENERAL office is well-planned and spacious. It features 
tains duplicating machines, mfrs. literature, stationery, etc. new furniture and excellent fluorescent lighting throughout. 
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The high quality and long life of LEVOLIER 
switches have been proven many times in actual 
service in the field. Nationally known manufacturers 
have reported that Levolier switches have been pulled 












on and off more than 180,000 times under normal load | No. 1010—10 amp., 125 volt 
without a miss, and are still in excellent condition. These fluorescent control, Special 
field performances show that Levolier switches surpass the “r" rating. 
Underwriters’ Laboratories requirements by three or four 


times. 


McGILL LEVOLIER switches are precision built. Every single 
part is carefully machined so that you are assured of maximum 
life and dependability. Widely used on variable speed motors, 
canopy and outlet box mounting, ventilating 
fan installations, sign flasher boxes, and 
transformer boxes, they provide positive con 
trol from any angle. 





COCK,’ 


No. 201—3 amp., 125 volt, 
2 circuit canopy pull switch. 


ONLY McGILL MAKES A complete description of the many types 
and sizes of LEVOLIER Switches is found in 


Levolier McGILL catalog #43. Send for free copy today. 


SWITCHES DISTRIBUTORS IN ALL PRINCIPAL CITIES 





No. 25-6 amp., 125 volt 
toggle switch. Single pull 
wire leads, “TT” rating. 


MSGILL manuracturine co., INC. 


Electrical Division 


350 N. CAMPBELL ST. VALPARAISO, INDIANA 









No. 265—6 amp., 125 volt. / 
Double pole, double throw. Sf 










}—_—__ eee 
“7h ———SFS= IN rn — ea ss 
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| 3 4’ sensibly priced 
wo for volume sales 
in today’s price-conscious market 


More people live in cottages than in mansions. 
The small home market is the volume market 
for chimes—and you’re in this market with 
the Liberty line of two-tone door chimes. For 
Liberty’s eight beautifully designed models 
are priced to the cottage budget—from $3.50 
to $10.95. All but the two lowest priced 
models are complete with transformer. 





Forceful national advertising carries the 
Liberty sales message every month to your 
customers and your customers’ customers. 


a ae b MODEL 86-3 
MODEL 76 PLASTIC CASE 
CERAMIC PLAQUE $10.95 

a $7.95 ni sae 





MANUFACTURING COMPANY 





MINERVA, OHIO 
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OLIVER provides two sales points that you 


will find most helpful—a favorably known 
name and a complete line of Pole Line Ma- 
terials. Make full use of these points when 


contacting your customers! 





'RON AND STEEL 


a. 
CORPORATION 





South Tenth and Muriel Streets - Pittsburgh 3, Pa. 
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(Continued from page 65) 


dise and people was demonstrated 
G. B. Buck of the lamp department 
engineering division Mr. Buck, 
means otf a series of “color boot} 


showed how filament, daylight, 450 


white, 3500 white, soft white as 
Warm Tint fluorescent lamps. bri 
out or destroy the natural appearal 
in materials, products and people 

The “Light Fair.’ a movement 


bring to smaller cities and commu 
ties the advantages national lighting 
hows give to large metropolitan ce 
ters was outlined for the group b 
J. B. Foley. 

\n inspection of the Lighting Inst 
tute and dinner at Nela Camp followe 
the day's program of talks and disci 


s1IOns 


F. A. Smith Mfg.Co. 
Is Now Fasco Industries 


ROCHESTER, N. Y The | 


Smith Manufacturing Co., Ine., of t 


city, recently changed its name 
Kasco Industries, Inc This change 
is announced ill b the 
) ite name 1 lose rl 
vit the trade l k Fase 1 be Q 
used on many of its products Ne 


change in corporate structure, officers 
directors, or policies is contemplate 


it was learned 








aor i we: s 
ae rr f re i B E 





WESCO’S new buildings at Butte, 
Mont. (upper photo) and Spokane, 
Wash. (lower photo) were opened re- 
cently. The Butte house at 949 South 
Montana St. has 20,000 sq. ft. of floor 
space, with a railroad siding near the 
warehouse door. The manager there 
is R. P. Grace. The Spokane building 
at 1023 Monroe St. has 30,000 sq. tt 
of floor space, also with railway track- 
age at the door. Branch manager 1s 
Hi. L. Vincent. 








on wee Dee eee 


O45 





CORNER of the fixture display room 
of the Ardmore Electric Supply Co. 
located in Ardmore, Okla.—formerly 
the Roberts Electric Supply Co.— is 
shown above. Although the firm's 
name has been changed, its manage- 
ment, staff, address, and phone number 
remain the same. Officers are A. J. 
Roberts, G. R. Woerz, R. C. Ramer. 








Ashland Electric Company 


Adds Starks and Norwitz 


CHICAGO The Ashland Electri 
mpany, electrical wholesaling firm of 
is city, recently added Earl Starks 

Ben Norwitz to its outside selling 
taff, according to H. C. Taradash, vice 
esident. 


Change In Regulation W 
Permits Free Home Trials 
\\ \SHINGTON Free ten-day 


One trials ot appliances subject to 
Regulation W, Consumer Credit Con 
‘Is, are now permitted without a down 
vment under specified conditions, the 
ederal Reserve Board announced 
ntly 
This new approach to the proble: 
consumer credit controls was. the 
inject of an amendment to Regula 
n W which appeared in the Federal 
Register of November 3, 1948 Phe 
of this amendment as pertaining 
delivery in anticipation of install 
ent sale—reads as follows 
xcept as provided in the fol 
ving paragraph, in case a listed arti 
is delivered in anticipation of at 
stallment sale of that article Ol 
ilar article (such as delivery “on a] 
val,” “on trial.” or as a “demor 
itor’), the Registrant shall require 
or before the time oft such delivery, 
leposit equal to the down pavinent 
would be required on such an in 
tallment sale 
In order to qualify as an exception 
he preceding paragraph, the article 
ist be an article listed in Group B 


, 
delivery must be exclusively for the 


rpose ot a bona fide trial. approval, 


demonstration, and the Registrant 


Yew POSITIVE LOCK 
Construction of 





The brass lugs inside the caps used on 
Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in 
the brass casing inserts. This new and 
improved Monarch construction assures 
true alignment of the copper holding 
terminals . . . and establishes a positive 
lock on both ends of the fuse. 


and for 
STILL GREATER PROTECTION .. 


MONARCH’S Compressed Tension Lock 
Washer construction (illustrated at left) compen- 
sates for contraction and expansion of the fibre bar 
by exerting constant tension on the bar .. . and 
™) assures no loose parts. The washer also separates 
the fibre bar from the copper terminals . . . a spacer 
to provide better cooling. 


“Monarch Fuses are fully ap- 
proved and are available through 
recognized wholesalers. 


Speedy Manarch Fuses 
tny2tovea 





MONARCH FUSE CO.,/ 


118 E. FIRST ST., JAMESTOWN, 
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must, within ten days after such del 


a 


‘ry, obtain the down payment referr: ( 
to in the preceding paragraph or t 
return of the article. Every such ca-e 













aero oae ape 


NO HUM...NO VIBRATION 


EE eS hall be evidenced t 
: 3 phen PEF Ag: «ie ae sha ye evidenced Dy a written agre 
AAT ET ge aN 


ment signed by the respective parti 
of which a copy shall be given the pr 
spective purchaser at or before t 
delivery of the article, and such wr 





ten agreement shall clearly and pron 
nently state that (1) the delivery 

exclusively for the purpose of a bor 
fide trial, approval, or demonstratio: 
and (2) the prospective purchaser wi 
make the required down payment (t! 
amount of which shall be stated in tl 
agreement) within ten‘*days after d: 


caenanereansnnensneneeenaeen! 








livery of the article for trial, approva 





or demonstration or will return 
release the article within such ten-da 
period. 

“In calculating the maximum matu 
ity in connection with transactio1 
under either of the two preceding par 
graphs, the date of delivery of the art 
cle sold shall be considered the date 
the sale. 

“The purpose of the amendment 
to permit the delivery of certain ‘list 
articles’ for a stated period ‘on 
proval,’ ‘on trial,’ or as a ‘demonstrat: 
without a prior down payment pr 
vided there is compliance with the sg] 


cified conditions deemed necessary 


Ineonnr—— WINDOW = effective administration of 


VENTILATING Prior to this revision of Regulatio 
FAN 


2 at or before the time of delivery of a 


W, a down payment had been required 


pliances made in anticipation of an 
Two new models by International — both stallment sale 
offering what your customers want — and 
what no other fan has: a completely silent 
motor cradled in springs! No hum—no vibra- 
tion—a powerful selling point that puts them 
in a class by themselves. 














motor mounting 
is completely ; 
cushioned in 
resilient 





springs for 
complete silence 


check these HIGH-VALUE FEATURES 
@ Fits any window. Curtain ex- 
pands to desired width. 























@ Easy to install. No screws or : ee 
tools needed. Model 316 — 3 speeds, 16” blade. Up to 2000 
@ Portable. For use in windows, CFM rating. 
on tables, floors. Model 224 —2 speeds, 24” blade. Rating to 
@ Safe. Attractive grille protects 4240 CFM. 
children, pets. Ready for immediate delivery. Order your sup- 
@ Popular price. Fits every home ply of these pace-setting silent Internationals 
budget. now. 











See them at the FURNITURE MARKET cow 'sin| © FORMERLY director of the appli 


ance division of the National Electri- 


FAN DIVISION OF cal Wholesalers Association, Robert 


C. Hill has announced the formation 


p e of a management consultant firm, un- 
$rleoiunational OIL BURNER CO. der the name of Bob Hill & Associates. 
rhe firm will specialize in serving the 

SPRING & PARK AVES. e ST. LOUIS 10, MO. electrical appliance distributive indus- 


try, both the wholesaler and the dealer. 
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APPOINTMENT of George Gilleard 
to the position of assistant chief engi- 
neer of Curtis Lighting, Inc., Chicago, 
was announced recently. Mr. Gilleard, 
who joined Curtis in 1937, has been a 
development engineer. 





Thurow Names Gottesman 


As Pensacola Manager 


rTAM PA—J. A. Mook, Jr., gen 


iles manager, recently announced tl 
ippointment ot \ | (;,ottesmal 
Pensacola branch manager for | 
listributors, In« electrica ( 
ing firm of this city, Jacksonville, 
Miami, West Palm Beacl Orland 
I illal assee, ind P« l sacola ] la 

Mr. Gottesman, who succeeds A 
Engleman as Pensacola branch mat 
iger, has been connected with Thurow 
Distributors for several vear ind has 


raveled the Pensacola territ 


iles Capacity Hy has had conside 

ble experience in sales and_ bran 
lanavement operatiol .1t was reported 

In additior Mi M ool innouns 
the appointment of Harold C. Stol 
is territory salesman traveling out 


the Pensa ola branch 


Graybar Branch Wins 
Sales Training Contest 


CHICAGO—The Graybar Electri 


brancl in Rochester, N _ 


top honors in a sales trainir 


on contest tor distributor recently 


ponsored by Hotpoint, Ine 


ity 


1 1 ' 
Ala special luncheon here Leonard 


lruesdell, Hotpoint’s vice president 


tf marketing, presented cash awards 


e following top national 


! Gravbar, Rochestet \ | ( orsars 


iles manager; P \ Batt. sales 


otion manager: \ I Caschette 


ilesman; and K. | Thielscher, dis 


ict Manager 


Awards were based on the number 
; } 1 ' Py 
dealers and their retail salesmen at 


nding the distributor's product 











No matter what size or type you specify, you'll find 
each fitting fits like a glove. Clean threading, smooth 
finish and real locknuts on all connectors mean all Gedney fit- 
tings install quicker and easier . . . assure permanent installa- 
tions that can’t shake loose. For convenience when ordering, the 
entire line is included in a carefully arranged, bound catalog. 
Write for your copy today on company letterhead please. 


THAN ONE 


GEDNEY ELECTRIC CO. 


GEDNEY FITTINGS ...FIT } IN MORE WAYS 


FOUNDRY, F 
# sigh pier 


ACTORY AND SHIPPING POINT: TERRYVILLE, CONN, 
A COMPLETE LINE OF FITTINGS FOR RIGID CONDUIT, EMT 





ge Bea ys VL 


ARMORED CABLE AND NON-METALLIC CABLE 
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GENERAL OFFICES: RKO BLDG., R.4DIO CITY, NEW YORK 20,N. Y. 





knowledge meetings and on the nu 
ber of training kits sold by the di 
tributor. Gravbar, Rochester, had 1 
percent meeting coverage of dealers 
its territory, and sold the dealers a1 
their salesmen 416 training kits. 

National second place winners wert 
Oo. W \mador, sales manager, Go 
man Engineering Co., El Paso; Le 
DiAngelo, sales promotion manage 
GG. EK. Supply, Phoenix; W. FE. Derb 
shire, salesman, Graybar, San Frat 
Cisco 

Other awards went to \\ Summel 
Giravbar. Youngstown; L. B. Davi 
Graybar, Dallas; J. S. Hubbard, G. | 
Supply, Phoenix; L. O. Braun at 
J. A. Dovle, Simon Distributing C« 
Baltimore; \ B Moore and P HH 
Kuhn, of H. W. Cameron, Inc., Chat 
tanooga: L. D Moreridge and ( \\ 
iv, Milwaukee; O. I 
Greene, G. E. Supply. Hartford; Be: 
nard Millard, Graybar Dallas; A 
Grasser, G. E. Supply, Denver; a1 


I W. Castello. G. E. Supply. Harttor 


Clarke, G. E. Sup 





Cutler-Hammer Opens 
New Office in Tulsa 


rULSA, OKLA \nnouncente 


of the opening ot a new branch sa 
tice at 533 Mavo Building in this cit 
| Cutler-Hammet Tne was made 1 


cently by E. K. Anderson, Dallas 


trict sales manager tor the firn 
fhe new office was opened to m« 








tlre expanded demand tor motor cont 
ind allied = electrical ipparatus mn 
fulsa area it Vas reported B 
Yes, your contractor customers, too, Tell your customers about the GREENLEE. Stratto will manage the ofhce as 
will find that the GREENLEE “bends full It’s one-man operated. Makes precise branch of Cutler-Hammoer's Dallas 
and round, with no flatness or uneven bends in just a few minutes in pipe up trict sales offic 
spots on the elbow or curve,” just as to 4%", rigid and thin-wall conduit, 
reported by Papenfuss Electric Co., tubing, bus-bars . 7 
J é ry” . ‘ 
2 a = 
La ( rosse, W ISCOMSIL Get sale Ss facts today and I elev sion to Cove r From 
bd : . . . . . 
Our GREENLEE has been in service new tree Bender Booklet Atlantie to Mississippi 
nearly 11 years. On the very first job it E-201. Write Greenlee Tool . 
| CHICAGO “Kukla, Fran at 
repaid its cost and has since paid for it- Co., Division of Greenlee Raia s : ' 
Ollie.” popular Chicago television pr 
self many times over. Makes bending a Bros. & Co., 1852 Colum- oneemiee \ ) Vict 
,; ‘ Stnouns gram sponsored by the RCA 1c te 
sle Operation "S . : : ‘ ’ 
simple operation brings about sub bia Avenue, Rockford, uihias Division of the Radio Corporation « 
stantial labor and money savings. Illinois, U.S.A, America. is scheduled to be carried | 


NBC. television stations in at. least 
eight eastern cities when the NBC mi 





vest l id eastern networks al 
TOOLS FOR CRAFTSMEN ws ye " vn ns 2 it was learn 
+], 

GREENLEE ce i a 
tion to the programs coverage aft 
New York New Haven Bostor 
Schenectad\ Philadelphia, Baltimot 

Washington, and Richmond 
Since November 29, “Kukla, Fra 
and Ollie.” has been carried by NB 
YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE television stations i six other mi 
Hydraulic Conduit, Pipe and Bus-Bar Benders * Steel and Copper Tube Benders * Hydraulic vestern cities in addition to ks hicag 
Pipe Pushers * Knockout Punches and Cutters * Radio Chassis Punches * Joist Borers these — ane = " sep ee 
Cable Pullers * Spiral Screw Drivers * Automatic Push Drills * Auger Bits * Expansive Detroit, Toledo, Cleveland gestae 
his coverage will mal 


’ } : Il yrrojected 
Bits ° Bit Extensions * Draw Knives * Chisels and Gouges * And Many More. is sities 
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Bh 


president and vice pre sident, respec 





ne program the largest single package 
purchased in television, and. the rst 


egulat tele ViIsiol progeraln to lye il 


nounced tor the ineiionil extending FULLMAN 
from the Atlantic to the Mississ ipp1, it 
was reported 


Northern Light Company 
Board Elects Officers 


MILWAUKE] Howard Schu 


make and Fred ( ramel were electec 


WIRING SPECIALTIES 





v, of the Northern Light Compa ( 

2051 N. 19th in this city. at that firm's 

star of iectre nesting Wh RELY ON “LATROBE” 
Vas eld recently 


Members of the board 


d “Latrobe” Floor Boxes and Wiring Specialties are re- 
ut. Senemener eae Its, Cramer, an liable products. Simply constructed of finest materials, 
Aen piace obi > os fi pn = “Latrobe” products are quickly installed and give long, 

5 eee To a efficient service. 
Huorescent lighting fixture manuta 
uring business of three other Milwau 
kee firms Kahn Manutacturing Co 
Adjustable Fixture ( res 
{ ramel \l te Co \ll Cqpulp t al 


nventory used by these three 
their fluorescent lighting divisions ive 
een acquired by Northern Light 

It Was announced t] it the N rthert 











Light Company plans to supplement its Ni Sl 
7 : ut um 
present fluorescent line with rapid de- | No. 252-R Two Gang Box No. 110 “Latrobe 
| : : je 
elopm nt of units for , ‘ ; pe This Two Gang Adjustable Box has our N« Watertight Box 
} 1 g\T\t = + . 208 Receptable mn one section One cover This non adjustable watertight Floor Box is 
yht sources now a Oa b ¢ a Plate has ', Flush Brass Plug: other has 2 extremely simple and compact in design, mak 
h tira listribut ' e] try ] lush s Ph ing for speedy installation and trouble-free 
et The a ites ( i Flush Brass Plug service 208 Receptacle Cover Plate 3 
, ‘ 1 ‘ 1 Diam 
vholesalers o1 and holds ember 
hips in the Iluminating Engineering | 
Society the National Electrical Manu | 
acturers Associatio1 ind the Milwau 
eC Electrical | Cave 








No. 284 Nozzle with No. 470 “Latrobe” 
No. 200 Cover Plate Pipe or Conduit Hanger 


Made of highest grade malleable iron and 


Neat, compact-fitting and extremely durable cadmium plated, the No. 470 is unexcelled for 

é , ; hanging ! a4 and | pipe or conduit to 

Duplex Receptacle Nozzle comes with either steel beams up te thick Ne 471 for 
or ; brass pipe extension larger pipe 








Sold Only Through 
Wholesalers 








“Bull Dog” Keystone Fish Wire 
BX Cable Staples Flat steel wire of high grade quality Ten 


Millions of these high quality dependable sizes Coils 100 ft. up 
Staples are now in use in every section of the 

United States Packed in cartons, kegs or 

barrels 





H. L. TURNER, JR. recently was ap- 
pointed manager of the Shreveport, 
La., branch of the Westinghouse Elec- 


CeceeECeNeeNE FULLMAN MANUFACTURING CO 
Wible. Prior to this promotion, Mr. ° 
furner was an apparatus and supply 


sslesmen st the Wenco, New Orlesns LATROBE . . . PENNSYLVANIA 


branch. 
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BEFORE a Wheeler Ballast is completely assembled, all 


components are subjected to rigid inspection and test. Before 
the assembly is vacuum-impregnated with varnish, baked, 
“canned” and potted, each part is checked and re-checked 
for quality and performance, to assure absolute performanc 
of the finished product. 

A Wheeler Ballast must pass many of these exacting tests 
before it’s given the Wheeler stamp of approval. As a result 
of this careful manufacturing procedure, Wheeler Ballasts 
are sold to the electrical industry with complete assurance 
that users will receive top performance and full satisfaction 
from each unit. 


WHEELER BRICK TYPE BALLASTS 


Available for the operation of two 
lamps in the following ratings: 

40 watt, 118 volt, 60 cycle; cer- 

tified by Electrical Testing Labora- 
tories, Inc. Also for 220 volt, 50 
or 60 cycle. All U. L. Approved. 


WRITE TODAY FOR COMPLETE BALLAST INFORMATION spccnoé 


HIGH PF 


tHe WHEELER INSULATED WIRE CO., inc. 


DIVISION OF THE SPERRY CORPORATION 
1412 WASHINGTON AVENUE 
BRIDGEPORT 4, CONNECTICUT 


MAGNET WIRE @ COILS ® COMMUNICATIONS EQUIPMENT 











ELEC 





BECOMING its own customer, 
Electric Supplies Distributing Co., of 


the 
Diego, Calif., installed a touch 
plate lighting system for its stock bins 
in back of the counter. Allen, 
counter the 
convenience of system. 


San 


Les 


salesman, demonstrates 





Manufacturers’ Agency 
Becomes a Partnership 


manufacturer 


agent covering Virginia North 


Simpson, 
Carolina 
ecently an 


( 
1. Simpsor 


Ol, Pa i] \ 


Ir.. has joined the rm as a 


ated fron 
FOR HEAVY 


i cipietetilinesmnntenanenenil 

ay 

4 
INDUSTRIAL SERVICE 


‘FROM STOCK 


partner 


ELECTRICAL 
SPECIALTIES 











3-Conductor Single 
Soldering Angle Conductor 
Lug Pothead Pothead 


Write for a complete selection of 
RUSGREEN bulletins 


ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES * ALL TYPES 
* BUS SUPPORTS * SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


x * * 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 
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Virginia Polytechnic Institute in 1943 
and after service with the U. S. Army 
was associated with Reynolds Metals Co., 
Louisville, Kentucky. 

The firm of Paul M. Simpson and Son 
represent Ideal Industries, Inc., Trico 
Fuse Mfg. Co., Porcelain Products, 
Inc., Shepler Mfg. Co., and Lovejoy 
Coupling Co., Transmission Division. 


Sperti Faraday Appoints 
Kruetzkamp As Manager 
CINCINNATI The appointment 


of John Kruetzkamp as sales manager 
of the Cincinnati division of Sperti 
Faraday, Inc., a subsidiary corporation 
of Sperti, Inc., was announced here re 
cently by Lewis J. Stern, vice president 

Mr. Kruetzkamp will have direct 
charge of all sales personnel located in 
this city, and will have complete au 
thority over activities of field personnel 
in relation to company products, in 
cluding sunlamps, ultraviolet and ele¢ 
tronic products. 

For a number of years, Mr. Kruetz- 
kamp has been chief engineer of the 
company, and his promotion ts in keep 
ing with the sales arrangement of most 
technical and scientific manufacturers 


in appointing engineers for sales supet 


visory work, it was announced 








MINERALLAC 
Perforated 


STRAP 


Versatile Hanger Iron 


Safely supports hanging pipes, conduits 
and cables up to 500 Ibs. Made of %-in. 
18 gauge electro- galvanized steel (also 
available in Everdur, copper, brass or 
aluminum). Precision made — perfora- 
tions do nof vary. *4-in. holes on +3-in. 
centers. Comes in 10-ft. coils and 5 and 
10-ft. straight lengths. Available in other 
lengths also. 


Send for literature and prices 


Specify MINERALLAC 
HANGERS, CLIPS, 
STRAPS, BUSHINGS 


MINERALLAC ELECTRIC 
COMPANY 
23 North Peoria Street 
Chicago 7, Illinois 





NEW BURGESS 
FLASHLIGHT and BATTERY DISPLAY 
-A BUSINESS-BUILDER 

FOR YOUR DEALERS / 


BURGESS}, 


FLASMVLIGHTS BATTERIF*S . 
es pew 1 eles 11) ,« 
3 

















Bs 


Turns a SQUARE FOOT of counter 
space into a stream of profits 


BIG PROFITS AHEAD! Here’s a fast-selling merchandiser that will 
make money for you! It’s a completely new display .. . a flash 
light and battery department in one sturdy, compact unit! Deal 
ers with crowded counters will really go for this new Burgess 
display because it uses less than a square-foot of space (actually, 
9 in. x 13 in.), yet displays 48 Burgess flashlight batteries and a 
complete assortment of Burgess flashlights in 5 best-selling models. 


YOU BENEFIT TWO WAYS with the new No. 134 assortment: 
1. Complete stock for your present dealers—a minimum as- 
sortment of select flashlights and batteries. 
2. Your salesmen will be able to open new dealer accounts— 
they can sell this new assortment to dealers they never were 
able to sell before. 


ORDER these hard-hitting No. 134 merchandising assortments 
now for quick sales and more profit! 


URGESS “rrecrorr i. 
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“PM” TYPE 
CONTROL 


TRANSFORMERS 





TT ee on magnetic starters, breakers, cabinets, etc., for out- 
side mounting where lower than line voltage is desired. 
Equipped with nipple and locknut for knockout mounting. 
Made in 50-60 cy.—460/230 volts primary, 115 volts sec- 
ondary. Capacities up to 250 V. A. inclusive. 


IMMEDIATE DELIVERY FROM STOCK 


DONGAN ELECTRIC MFG. CO. 
2989 Franklin Detroit 7, Mich. 








The Dongan Line ~—" 
Since Nineteen-Nine CATALOG 
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Meet a real 
merchandising 


job! 


Designed better, made better, and creatively thought through from 
a merchandising point of view — here is a cord set with real sales 
kick. Cord is PLASTIC in variety of decorator colors for harmony. 
Guarantees maximum life because resistant to water, oil, acid and 
alkalis. Putup is streamlined, kinkless, neatly held by descriptive band 
that is tough yet easily removable after purchase. If you agree that 
business from now on will go to jobbers who offer items that have a 


PROMOTIONAL PLUS, send for details now. 


MILLER 





40 RIVER ST. 
PAWTUCKET, R. I. 


ea 


ELECTRIC COMPANY 








ELECTRICAL 





JOSEPH H. WARD was recently 
elected executive vice president of the 
Noma Electric Corp. Mr. Ward joined 
Noma in 1927 and since 1938 has been 
a director and vice president in charge 
of the’ firm's decorative lighting 


division. 





Calif. Wholesaler Adds 

To Staff and Facilities 
SANTA ANA. CALIF—The O 

anve County Wholesale | lectric ( ¢ 


is added David Linker t 


sales stall it Was learned recent 


Mr. Linker, who was trained by t 


Huorescent 
BALLASTS 


---4 TO 40 WATTS... 


STANDARD LINE & 
PLUG-IN TYPES 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 


Quiet... Quality...long life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


SYKES 


ELECTRIC MANUFACTURING CO. 


SCHILLER PARK, ILLINOIS 
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firm, has been assigned territory to 
cover 


| Off. - we fy. 
In addition, it was learned that the | More Cpplele/ (Qaing 


4 





/+ ABolit 
! with ABolite 
company purchased a 50 by 100 ft. lot 
which has been completely paved tor 


Shatin ulsns tc sce | DUO-MOVE SYSTEM OF MAINTENANCE 


building. Besides its immediate func 
tion, this parking lot is intended as a 


stand-by for possible future enlarge 






ment of the building \nother recent 
purchase of the firm is a new one-ton 
truck 


Viola C. Wiesmann, Glen Evans and 


Clyde Martin, who operate the Oran 


QUICK REPLACEMENT — EASY TO 
CLEAN — SAVES TIME & LABOR 


ABolite DUO-MOVE type reflectors consist of a hood 


with separable socket which remains permanently at 


County Wholesale Electric Co., report 
that business is still on the increase in 
this territory because of population and 
industrial expansion and the tact that 


it is a citrus fruit production cente 


tached to the conduit. The lower member of cket 

attached to metal collar at top of reflector neck Th 

permits reflector and lamp to be taken down as a unit 
With the Duo-Move Changer, maintenance is so easy 
and quickly accomplished you can always have clean 
reflectors and bright, efficient lighting DUO-MOVE and 
RLM 


standard dome, shallow dome, deep bowl and mercury 


Lamp Sales Promoted 
By G. E. Video Show 


separable socket type reflectors are available 





- NEW YORK The first television 
: vapor types. ABolite Reflectors are sold exclusively 
show devoted exclusivel to the sale . 
through electrical wholesalers 
lamps was presented recently over sta- | 
tion WCBS-TV by the Lamp Depart- 
ment of the General Electric Co. Titled 


“The Dennis James Carnival,” the 











show is being telecast at 8:30 p. m. on 
Sundays It is a variety program set 

a carnival background with Dennis | 
James introducing the acts 








HAi-Scale 
BAKELITE 


Wire Connectors 


A complete line of sturdy 
Watertight Floor Boxes, single 





or gang types; Combination 
Floor Extension Sets, Floor Out- 
let Type Receptacles, Heavy 





Duty Floor Receptacles & Plugs. 


Sizes for combinations 
from two No. 18 to three No. 10 


Immediate delivery. 


and ACCESSORIES 





Local stocks for 





fast delivery to Sold Through Electrical Wholesalers — 
wholesalers. SALES OFFICES IN PRINCIPAL CITIES = 
Complete information in 
. ° new catalog FB 147-5 
Top quality—reasonably priced 72 Write for copy. 





WRITE FOR PRICE LIST, CATALOG 


SHEET AND COMPLETE DETAILS RUSSELL & STOLL COMPANY, INC. 
HAi-S, /, pr / ty Corp. Precision-Built Electrical Equipment 


217 Centre St., New York 13, N.Y. 125 BARCLAY STREET, NEW YORK 7, N. Y. 
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| Electric Porcelain Firm 


e . 
Immediate Delwory / Completes Improvements 
. 


MACOMB, ILL.—The $125,000 ex- 


S U f RE WIREWAYS 6 pansion program announced last winter 
Q by the 


Illinois Electric Porcelain Co., 


of this city, has been completed, i as 
AUXILIARY FITTINGS thenntepddaes ey mpleted, it wa 


learned recently new continuous 


UNDERWRITERS APPROVED fire tunnel kiln reportedly cost $63,500, 


while the balance of the expenditure 
















Now—A complete selection of higher quality se : a9 ; : 
wireways and fittings at lower prices! Com- was used for a plant addition and other 

pare with any on the market for complete- improvements in the existing factory. 
ness of line, workmanship and price , ; =e 
The new tunnel kiln is oil fired and 


KEYSTONE SQUARE WIREWAY automatic ally heat 


KEYSTONE 


controlled, and 
90° ELBOW IN SIZES 4x4—6x6, covers a distance of 201 feet as com- 


& PULL BOX pared with the 383-foot length of the 


1 TO 5 FT. LENGTHS old kiln. A. G. Benard, vice president 
4x4 — 6x6 and general manager, stated that the 
Also Available 
UNIVERSAL 






new kiln is expected to increase the 


BRACKET capacity of porcelain products by 50 
HANGERS percent 
UNIVERSAL , 
DROP HANGERS \mong the other improvements re 
TROUGH ee : 
COLLARS ported are the installation of a new 
a ae underground conveyor system to pro- 


vide improved dust collection facilities, 


Sold only through 


Sactetesl Wielecdior and the installation of eleven new hy- 


draulic presses. Departments modern- 
: ized include t ~ achine Shop < ( > 
Write today for J ud the machi hop and the 
- lip house, while a new continuous de- 
Catalog Sheets and Prices airing pug mill has been set up 
Also a part or the expansion program 


KEYSTONE MANUFACTURING CO. | 3.000000." 
. function 1 


s to provide better control of 


23328 Sherwood Rd. Center Line, Detroit, Mich. 


t: ‘ ’ : 
. cob s10N l if J p@ay, I 




























: (‘heute C COLOR-IN-MOTION — 
| 
\ 
a 
vn ROTOCHROME 
Smallest Spotlight of its kind! 
Provides 500 Watt Illumination! 
Totally Enclosed — Absolutely Safe — 
Completely Automatic — 6 Continuous 
Color Changes — Adjustable Beam Size 
Ideal for Store Windows, Displays, Exhibits, 
Conventions, Shops, Theatre and Hotel Lobbies, 
cami ce Clubs Cocktail Lounges — wor AND SIZES 
LIBERAL DISCOUNT POLICY + lena yo a 
Send for Bulletin No. 471 COPPER TUBE 
GoldE Manufacturing Co. & PRODUCTS, Inc. 
Nar aa 1222-D West Madison St., Chicago 7, Ill. Ma aT tinelie 
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the porcelain product—both of the raw 
materials and of the materials while in 


the process of manufacture 


Noma Electric Appoints 
Lukats As Representative 
NEW YORK-—Joseph H. Ward, 


executive vice president of the Noma 
Electric Corp., recently announced the 
appointment of Nicholas Paul Lukats, 
Notre Dame _ All-American 


football player and most recently direc 


rormer 


tor of public relations for Roy Del 
Ruth Productions, as customer rela 
tions representative for Noma on the 
West Coast, with headquarters at that 


firm’s Los Angeles office 


OBITUARIES 





William M. Perry 

William Mayrant Perry, 76, founder 
and president of the electrical whole 
saling firm Perry-Mann Electric Co., 
died at the Columbia (S. ¢ Hospital 
October 26. 

Born in Colleton county on April 
20, 1872, Mr. Perry was a well-known 
leader in the electrical wholesaling in 
dustry and a prominent public-spirited 
citizen and civic leader in the city of 















TRIPLE 
CHROME 
PLATED 


STANDARD Kite-Lite COMPANY 


NEW BRIGHTON, PENNSYLVANIA 


NEW BEAUTY 
IN CIRCLINE! 


Just one of many attractive models 
available from Standard Rite-Lite 
... in design quality that will sell. 
Full information on request. Sold 
thru wholesalers only 


FURNISHED 
COMPLETE 
WITH G. E. 
CIRCLINE 
LAMP 











Juma to Discard 
OLD-FASHIONED WAYS 


Jacks . . props .. shores... 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
EFFICIENT WAY! Reel or 
unreel wire, cable, rope with 


X7. ROLL-A-REEL 










Simple, strong, eas- 
ily handled stand 
for your reels to 
save time and labor. 
‘@ <> Adjustable slots for 
oN eo NN 
Style A: 2,000 Ibs. cap. 37.50 
Style B: 4,000 Ibs. cap. 75.00 
f.o.b. Cincinnati 


WRITE FOR DETAILS TODAY 


ROLL-A-REEL 


327 \WEST FOURTH STREET 


variety of reel sizes. 








| CINCINNATI 2, OHIO 





UMIVERSAL 
TI ITV ILA 


me UNIVERSAL 


1549 EAST FIRST STREET 


... QUALITY 
» that 


backs up a 
Good Got/ 





CLAY PRODUCTS CO. 


SANDUSKY, OHIO 
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C.P.C.742 2 





[ae \ 
The key to safe and enduring 
e @ “7 
wiring and tubing support 
L— 
Non-Shorting, non-corroding, non-tearing and as 
strong and durable as any type of supporting clamp 
that ever was made, C.P.C. 742 plestic clamps are 
in use wherever safety, light weight, convenience, and 


structural stability are paramount considerations. 
Send for Circular W 48 


COMMERCIAL PLASTICS CO. 


MERCHANDISE MART ¢ CHICAGO 54 







FAM Coupling 
(Cutaway View) 


, 






FOR EVERY 


feed 
, 

{ 

SPECIFY 
AND USE 


rAM 


STEEL 






1. Simple, fast installation 








2. No rings to cock or lose 
3. Precision machined taper fit 

4. Cuts surface for positive ground 
5. Raintight— UL Approved 


Write for Descriptive Literature 
~~ 


— 










EMT 


THIN WALL 
COUPLINGS AND CONNECTORS 


FisHER-ARMOUR Mec. Co. 


757 Waveland Avenue 
Chicago 13, Illinois 








1 


Columbia, S. C., where he had been a 
resident for the past 73 vears 

Mir. Perry entered into the electrical 
ndustry from work as a mail carrier 
for the U. S. Post Office at Columbia 
\fter he would finish delivering mail 
e would retrace his route in the eve 
ne, selling doorbells to the home 
owners. Later he rented a small build 


I 
/ 


ing and commenced carrving a small 
stock of electrical goods 

Ii 1903 ‘ vave up Is post orhce 
position and entered into the electrical 
contracting business in earnest He 
continued in that occupation until 1915 
whet hie becani nterested in the 

holesale field and founded his first 

holesalinge establishment 

He was a chartet member of the 


1 


Columbia Rotary Club and in 1930 was 





William M. Perry 


lected president of that oreganizatio1 
lor more than 35 vears he was a mem 
eT Ot the board ot directors Ol the 
Y.M.C.A. He had been president of 
the Crippled Children’s Society sine 
“ ry wat 
le i \ Cars \l 1 Was 4 
1 ears oO tiie cit 
olice ind the state 1¢ Way depart 
r Seve i Ca . hic he coached 
iv honors in competition witl 
a cntorcement itheers trom other 
te 
ak i i member of the Acacia 


yas ‘ re t 
Lodge, No. 94, AFM; Columbia chap 
ter No. 5, RAM: Columbia Command 
ery TKO No. 2: the Roval Order of 
| 


lesters and past potentate of the 
() a iz ‘ 

He as on the executive board of the 
Boy Scouts and was a member of the 
Order of the Silver Beaver. He was 
iIso airman « the board of the Sal 

ition Arn mat eal 

Mr. Pe vas a Jumor and Senior 

arden ind member of the vestry oft 

episcopal Churel ot the (;,00d 
‘p Cp CT? 

\n old-time member of the National 
electrical Wholesales \ssociation 
Mr. Perry was active in the organiza 
tion's affairs until recent vears 


He is survived by his widow, Mrs 
}. Mason Perry; five daughters: his 
son, W. L. Perry: two step-sons; nine 
vyrandchildren and ten great-grandchil 
dret His SOT \\ | Perry Is secre 

isurer of the Perry Mann Ele 


taryv-tre; 
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| OVERALL DIAMETER, 13%” 
OVERALL HEIGHT, 4” 
SHIPPING WEIGHT, 91% LBS. 





Veetings 


HHI 


WA 


National Housewares & Major Appli- 


ance exhibit National Housewares 


Mirs. Assn.. Navy Pier, Chicago, Ill... 


January 13-20 The Salem 


\\ 


ppm 





International Heating & Ventilating | 32-WATT 
Exposition— American Society of Heat- | e ° 
ing & Ventilating Engineers, Interna vt; ine 
tional Amphitheatre, Chicago, Hl, Janu 


arv 24-28 


Fluorescent Lighting Fixture 


Complete with 32-watt G. E. Circline Fluorescent Lamp—ready to hang 


over outlet box. 
Mounting equipment supplied sufficient for most installations 


Phird Annual Florida Electrical | 
position—Tampa, Fla. February 1-1 


National Electrical Manutacturers Ass CHASSIS. 20-gauge bonderized metal, white baked enamel or chrom 
iation—Winter Convention, Edgewater plated finish. Glass conversion set also available 
Beach Hotel, Chicago, IIL, March 13-18 REFLECTOR. Satin-finished, permanent, non corrosive aluminum 
1949 with seven specially designed scallops to distribute the light widely 


and evenly. 
LAMP. Held rigidly in place by 3-point suspension 
Phird International Lighting Expo NO LOST UPWARD LIGHT. Fixture fits flush to the ceiling. 


sition and Conference Hotel Stevens, a = Aer 2 : 
“hic: a \ — ne OTHER SALEM PRODUCTS. Fluorescent Strip. Fluorescent Wall 
enge week of March 28, 1949 Brackets. Fluorescent Bed Lamps. Fluorescent Desk Lamps. Fluor 
escent Textile Inspection Units 

National Electrical Wholesalers Asso “ ‘ 
ciation—41st Annual Convention, Neth y ° - 
Garey ae mal mean S| Salem Manufacture Company 


a 


oe 
May 1-6 Tel. 0446 4 Jefferson Avenue, SALEM, Massachusetts 


MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURFS AND WIRING DEVICES 
ALP LI OL PAP OLD CLP Oh OV POlh PAA POt POP Ol Ih AP AP OLPOL | LO LP AP PE AOA MLA 











POWER 


RECEPTACLES 
one AVAILABLE 


EITHER FLUSA TYPE 





WITH 


COVER OR 
SURFACE 
TYPE 


WRITE FOR 
LITERATURE Ning 


_ HYDEE HANGER : 


hangs chain suspended industrial fixtures quicker, easier 














CAT. No. 
595 


COVER 


A screwdriver is all you need...forn “ " S 
gt \' you need or new or ‘‘change-over’’ jobs. Fit 


standard 4"’ or 3%"’ outlet box or plaster ring. Self- grounding... you 
5] 65 can use 2-wire cord and plug. Complete with receptacle, two 
LIST 5-foot chains, spring wire ‘‘S’’ hooks and cord clips 


Day - Brite Lighting, Inc.,5405 Bulwer Ave., St. Louis 7, Mo 
Nationally distributed through leading electrical supply houses 


DESIGNED 
FOR THE 
LOAD 


MANUFACTURED BY 





in Canada: address all inquiries to Amalgamated Electric Corp., 
Ltd., Toronto 6, Ontario. 








IT’S EASY TO SEE WHEN IT’S 


*Patent No. D-141024 
KNOX PORCELAIN CORP. and Mo. 400014 
KNOXVILLE 1. TENN. Underwriters approved. 
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TESTS PROVE 
AND CABLE 


D4 Flex-Life 
Sample 
Twisted 
Position 




















Flex-Life 
Sample Un- 
twisted Position 


THE DEMAND IS INCREASING 


Day after day, month in and month out, more 
and more industrial plants and electrical con- 
tractors are asking for BRONCO 60, because 
they know its tough Neoprene jacket can stand 
the gaff on the toughest jobs and its extreme 
flexibility means long life, easy handling, lower 
maintenance cost, and safer operation. 


BRONCO is a profitable line to handle because 
it sells faster... it is nationally advertised to 
dealers and users... it is made right... it is 
attractively packaged... and because no other 
wire offers so many advantages. It will pay you 


to sell the BRONCO line. 


Write today for catalog on 
the complete BRONCO line. 


ASSOCIATION NEWS 





BALTIMORE—An Adequate Wiring 
Committee has been formed recently 
by the Electrical Manufacturers Repre- 
sentatives Association with Kurt Mor 
ris of Square D Company as chairman 
This committee was established in the 
hope that an intelligent program of 
action could be planned so that more 


electricity and electrical equipment 
would be put into use to anticipate the 
ever-increasing demand for electrical 
living. 


BOSTON —A series of eight weekly 
classes in lighting fundamentals was 
presented by the Lighting Bureau of 
the Electric Institute of Boston in co 
operation with the Illuminating Engi 
neering Society. These classes were 
designed to give dealer, contractor, 
wholesaler personnel, fixture salesmen 
and utility salesmen a basic background 
in illumination fundamentals. 


CAMDEN —Being interested in the 
subject ot public service, the Electrical 
League of South Jersey had as its 
guest speaker, Richard B. Swallow, 
meter and wiring engineer of Newark, 
New Jersey’s Public Service Electric 
and Gas Company, who addressed a 
recent dinner meeting on the subject 
of metering installations. At a later 
date members inspected one of the 
most modern and largest engineering 
plants of the Public Service system 
the Burlington Station. 


CHICAGO—The National Television 
ind Electrical Living Show, sponsored 
by the Electric Association of Chicago, 
September 18 to 26, was a tremendous 
occasion in the annals of the electrical 
industry in the Metropolitan area ot 
Chicago. 

\bout 100 exhibitors of television 
receiver sets and major electrical appli- 
ances crowded the main hall of the 
Chicago Coliseum. Over 10,000 persons 
were present on the preview opening 
of the show, given for the benefit of 
the exhibitors, the press, and the 
thousands of dealers. 

\ feature of the entertainment side 
of the show was the selection of “Miss 
Television,” participated in by. girl 
models representing the exhibitors. The 
lucky girl was Miss Viola Hutmacher, 
vho represented the Knapp-Monarch 
Co. of St. Louis. 


CLEVELAND—A triple-edged light- 
ing promotion (which helped (1) to 
increase portable lamp sales; (2) to 
impress the importance of sight-saving 
lighting on 200,000 parents, students, 
teachers and others in the Cleveland 
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metropolitan area; and (3) to provide 
hundreds of Greater Clevelanders with 
“better light for better sight’) was re- 
cently presented by means of a special 
motion picture trailer, according to an 
announcement by the Electrical League 
ft Cleveland. 

The motion picture was shown for 
one full week in each of the 20 neigh- 
borhood theaters and illustrated the 
benefits of shadowless, glare-free light- 
ing. At the same time sight-saving 
lamps were displayed in the theater 
lobbies to help create additional inter- 


est in good home lighting 


DETROIT—Chairman Don Mason 
and his membership committee were 
highly complimented by the officials of 
the Electrical Association of Detroit 
on the splendid job they did this year 
in helping to increase the membership 
As of August 11, 1948, there were 709 
members in good standing—4l1 more 
than a year ago. At this rate the asso- 
ciation has hopes of reaching the 800 
mark for 1948 


INDIANAPOLIS—To tie in with Na- 


tional Radio Week, the distributor 


members of the Electric League at 


PORCELAIN 
ENAMELED 


FOR 
RURAL LIGHTING 


®* Sold only through 
Wholesalers 


* Manufacturers of 
Lighting Equipment 





No. 
8972-8974-8976 


* No, 8972 has 12"' porcelain enameled reflector 
* No. 8974 has 14"' porcelain enameled reflector 
* No. 8976 has 16"' porcelain enameled reflector 


COMPLETELY WIRED AND ASSEMBLED 
For REA Installations 


cant 


ELECTRICAL COMPANY 
900-910 W. Van Buren St., Chicago 7, Ill. 















Regular ar Clockwork ... 


IN SERVICE, AND IN SALES 





@ RELIANCE “trouble-free time control” 
is the line of least sales resistance. It’s also a 
proved selling phrase that will add volume 
to your time switch sales. Reliance Time 
Switches are all the name implies . . . they 
have been giving faithful service for more 
than 38 years. Both the heavy duty 
“Badger” and the “Model W” are extreme- 
ly simple, compact, economical and de- 
pendable. Reliance Time Switches —guar- 
anteed 50% longer are designed to meet 
practically every automatic control require- 
ment. For complete information, write 

RELIANCE AUTOMATIC LIGHTING 
CO.. 1911 Mead St... Racine. Wisconsin. 








“Griction Set” 


Fixture Hangers 
FOR INSTANT ALIGNMENT 


At last you can get a Fixture Hanger that turns to any angle after being 
screwed to an outlet box. Although base and receptacle remain stationary 
hanger arms may be turned to align with any preconceived lighting plan 
Exclusive Friction Ring firmly holds fixture in selected position. Hanger 
screws on to 3'4"' or 4" outlet boxes, no other fastening necessary. Fur- 
nished complete with receptacle, two 5S’ chains, hooks and cord clips. Also 
available with bushed hole only, or with 3 wire solid ground receptacle 
All Friction-Set Hangers are approved by the Underwriters’ Laboratories 
K100 shown above, List Price $1.10 + Write for Bulletins K25, K26 and K27 


SIMPLET ELECTRIC COMPANY 


3600 WEST POTOMAC AVENUE, CHICAGO 51, ILLINOIS 
1200 CHARLTON STREET, NEW YORK 14, N.Y. 
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FURNAS 
Foot Switches 


Foot switches add facility to machines 
and equipment—increase production 
time in many varied industries . . . The 
FURNAS L153, built for 5 hp. max- 
imum application is rugged, service- 
able and a switch you can really step 
on—day in and day out. This is a 
switch you will readily sell, once you 
show it. 


The FURNAS line of electric motor 
controls includes several styles and 
sizes of foot switches for OFF-ON 
and reversing duty. It offers the elec- 
trical wholesaler an attractive oppor- 
tunity in a wide range of electric 
motor controls. For full information 
write Furnas Electric Company, 1069 
McKee St., Batavia, Illinois. 


STYLE LI53 FOOT SWITCH 
(shown above)—5 HP., 550v AC 
maximum. A two-pole across-the-line 
OFF-ON switch adjustable to mo- 
mentary or maintained contact. 
Built for hard industrial service. Con- 
tact mechanism is built into an arc- 
resisting bakelite block with renew- 
able '/4 in. diameter double-break, 
silver contacts. Metal parts are cad- 
mium plated. Heavy gauge steel hous- 
ing has two outlets for !/2 in. conduit: 
cast aluminum pedal. Baked-enamel 
finish in light gray. Overall, 6x10!/2 in. 


FURNAS 
£4 ° 


ceTrrce 
tea de) Mae) pa fe) E45 


their October 20 meeting voted to un 


derwrite a $500 scholarship to the win- 
ner of the Voice of Democracy radio 
cript contest Phe scholarship was 
eC1Vel mn the name ot the radio dealers 
Indianapolis 
KANSAS CITY Next vear’s All- 
Industry Electric Show sponsored by 
the Ele i \ iti Kansas 
(it vill once again be held in the 
Mu pa \ exhibition 
H il] 1 ( cess Ol 
hew erte 1 t vartime use 
ernment osfices In reconvert 
oe thre all 1 ewa ondition, it 
as ¢ icle i i ‘ 40-circuit 
ehting panel would be mn stalled un 
( i il ( ¢ ( i ‘ floor 
These new lighting panels will serve 
840 two-lamp, 40-watt fluorescent fix 
‘ laced i lusters of four. When 
cnc ng b 1s ( mpl ed, 
ile I ittractive setting Tol 
eX ‘ sociation’s Ele 
C} 
NEW YORK lLlo the Diustributo 
Contributes to Electrical Living’ was 
( ib t i ent meeting ¢ ( 
Lele il \\ en's Round Table. M 
Bettv Wa un e SE ce irec 





LINES WANTED 


BY MANUFACTURERS’ AGENT 
HEADQUARTERS IN DALLAS 


RA 7318 Electrical Whclesaling 
520 N. Michigan Ave., Chicago 11, IIl. 








MANUFACTURERS’ 
AGENT 


Address replies to 


RA 7249, Electrical Wholesaling, 
520 N. Michigan Ave., Chicago 11, Ill. 














DONT SAY 


“STRIP” 


Right this way,folks! Step right 
up and meet Addie, the ‘*Adda- 
Strip” girl. Look for her at lead- 
ing wholesalers. And remember 
don’t say “‘strip’’, say **Adda- 
Strip” 
saves you money in the long run 


. It’s the password that 


-.. and the longer the run the 
bigger the saving. 18 inches or 
18 miles, Adda-Strip’s unique 
construction features and sup- 
erlative, precision -built quality 
add up to quick, inexpensive in- 
stallations. 


¢ 
No. 8000 Adda-Strip. 18" to ' *ADDA STRIP TM 
8 ft lengths Completely wired 1 REG. U.S. NO 
and assembled including wire | 394/728 
leads for splicing and feed. 
' 
1 


No. X8000 strip at lower prices. 
Small end boxes, no 
wire leads. 


DISTRIBUTORS 
Hitch your wagon 
to this star. Put our 
Addie to work for 
you (available on 
counter displays 


Adda-Strip is the most 
complete line, including 
single and double row for 
fluorescent or slimline and and envelope 
stuffers). Get your 
share of Addoa- 
Strip profits 
Write us today 


vest pocket strip for con- 
fined areas. Accessories 
include reflectors, hing- 
ed louver shields, louver 


and plastic shielding com- for details. 


binations. 


GARDEN CITY PLATING & MFG. CO. 
1750 North Ashland Avenue 
CHICAGO 22, ILLINOIS 










U.S. PATENT 
NO. 2,434,781 








1898 - 50 YEARS OF LEADERSHIP - 1948 


124 ELECTRICAL WHOLESALING December, 1948 














1948 


948 





tor of Bruno New York, Ine 
Madigan, 
pervisor of General Electric 
Bloomfield, N. J., 
functions of the distributor 


, and Mrs 


Elizabeth home service su- 
\pphances, 
inc., explained the 
in the 


Miss 


] . 
Cre? 


trical appliance industry Bonnie 


Duke, director of home economics of 
Gross Distributors, Inc., told of her 
past experiences, and her present and 
future plans in home. service Miss 
Evelyn Gallanter, home economist for 


the Times 


Appliance Co., Inc., N.Y¥.( 


gave additional information o thre 
functions of the distributor and on 
cluded in her speech the duties of thi 


home service department 


MINNEAPOLIS ]): 


kiesh, one ot the 


Matthew Luc 


outstanding authori 


cise Uuss¢ ra 


Tasks 


hehting held, 
Visual 


monsored by thre 


ties in the 
“Fitting Footcandles to 
at a recent 
Minnesota Federation ot 
Che American 


and the 


meetine sy 
| newecrs 
Institute of Electrical 


Ewin City section ot 


kngineers, 
the Illuminating Engineering Society 
Dr. Luckiesh, who is well known to 
electrical industry members in the Mid 
Lighting Re 


west, 1s Director ot the 


Laboratory of General Electriu 


Nela 


search 


Company at Park, Cleveland 


HEINEMANN 





CUTOUT MATERIALS 


Plug Fuse and 
Cartridge Fuse Cutouts 


Plug and Cartridge 
Fuse Entrance Switches 


Battery Switches 
Meter Test Blocks 


HEINEMANN ELECTRIC CO. 


152 Plum Street 


Trenton New Jersey 














FLUXES 
SODERS 


for EVERY SODERING 
BRAZING e WELDING NEED 


L. B. ALLEN CO., Inc. 


6701 BRYN MAWR AYE. 
od a | Loy \clo me) Fam 4 
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YOUR FUSE 


VENTORY 





SPE 


Packed 


Renewable 
‘Powder 


Fuses and 




















20 AMP. 


U.L. 
Approved 


Prompt 
Shipment 


FULTON ELECTRIC 
& MFG. COMPANY 


38 NORTH 2nd AVENUE 
MT. VERNON, N. Y. 
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REDUCE /nvestment 


SAVE Shelfroom 


If you are stocking 2 or more brands of "bare-link"’ 
renewable fuses, your capital is tied up in unnecessary 
duplicate inventory. 


1 There are only 2 types of Fuses, you are equipped to ser 
° Renewable fuses Bare vice all tuse orders. You cut 
Link and PRICO Powder vour inventory turn your 


2 All Bare-Link renewable 
© tuses are practically identi- 
cal in design and performance Take a look at your Renewable 
Regardless of the name ther use picture Plan to eliminate 
are still ‘‘hare-link’™’ fuses money wasting duplication. And 


3 rherefore, if vou stock 1 
¢ brand of Bare-Link type 


- Packed Renewab!c 


ED Jurnover 


Here's why:— 


money over taster save 


badly needed storage space 


to make sure you get the biggest 
possible return from your fuse 
investment, write for the TRICO 
FUSE Profit Story. No obligation 
of course 


rRICO 





biiisem i!) ) el icmieeme Tiley.) ¢) muure 
in Canada: IRVING SMITH LIMITED, Montreal 


~ 





Jf VULCAN 
ELECTRIC 


BRANDING 
IRONS 























STAMP 
EASILY AND 
PERMANENTLY 


Company names, 
trademarks, initials, 
serial numbers, or any 






design — on wood, 
leather, rubber or 
plastic 


For furniture, tires, mov- 
able equipment such as 
shovels or ladders, 
wooden shipping cases, 
tool handles, and hundreds of other 
articles whose permanent identification 
is desirable. 


SEND SPECIFICATIONS 
FOR QUOTATION! 
By the Makers of Vulcan Electric 
Soldering Too!s 
VULCAN ELECTRIC CO. 

DANVERS 9, MASS. 


Electric Soldering Tools 
Electric Solder Pots 
E'ectric Heating Units 





























Don’t say ‘PLIERS’, 
say CHANNELLOCK! 





The Channellock 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 


Se 


(Fee) 





Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


pliers, too, with 
Channellock 
quality construc- 
tion... including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


There is a line of 
standard pattern 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE + PA. 


Only 


Champion DeArment makes 


126 


MORE FACTS 


ON PRODUCTS 





Control Equipment— New size “O” and 
"7 type RA startet and contactor are 
illustrated in an &-page tolder pub 
lished by the Arrow-Hart & Hegemar 
Klectric Co., 103 Hawthorne St., Hart 
ford 6, Cont Included in the foldet 
are wiring diagrams showing various 
hookups for the control circuits; and 
catalog ita 


When writing FLECTRICAL WHOLESALING 


mention 





Distribution Transformers Bulletin 
No. 210-01 illustrates the pocket type 
and cover type. distribution trans 
formers It also includes cut-away 
views, illustrations of component parts, 
nspection testing views, and diagrams 
and charts of dimensions and mecl 
cal data. American Transformer ( 


178 Emmet Street, Newark 5, N. J 


Mall 
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Meters— Various types of meters—the 
vocket meter, panel meter, replacement 
ammeter tor passenger Cars and trucks, 
and a “High Discharge” cell teste1 

are pictured and described in Catalog 
300. Sterling Manufacturing Co., 9205 


»»> 


9223 Detroit Ave., Cleveland 2, Ohio 








oc] ELECTRIC WIRES 
CABLE - PIPE - CONDUIT 


+ “BX” CABLE 
LR * ROMEX CABLE 
¢ THIN WALL CONDUIT 
« HEAVY WALL CONDUIT 
« SERVICE ENTRANCE CABLE 
WRITE FOR CATALOGUE = 500 A 


VICTOR SPECIALTIES 








775 MAIN ST., NEW ROCHELLE, W. Y. 











WANTED 


Manufacturer’s Agents 


to sell 


Replacement VACUUM 
CLEANER BAGS, also 
Mangle Pads and Covers. 


Advise Territory Covered 


SW 7294 
ELECTRICAL WHOLESALING 
330 W. 42nd St., New York 18, N. Y. 
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THERMADOR 


Portable 


ELECTRIC 
HEATERS 


Janet 


THERMADOR leads in 


the design and manufac- 





(emi mm mw. o oy oe oe oe oe 
s ‘ i 74 ‘ 


"evebeeeoeeeeeeeeeeeedadaadae 


ture of portable electric 
heaters for commercial 
and residential use. Stock 
now with THERMADOR 
portables .. . in radiant 


and tan-type models. 


‘ 


THERMADOR 
Longfella 


i at-mmolal vam ololaie]ol(-Miaelellelal im al-telt-1; 
that gives full-bodied warmth; ex 
tremely practical, safe and eco 
eluliaelPaalel Milelih Mattie -talilelmelits! 
commercial uses. Ideal for bath- 
rooms, offices, stores, booths, etc. 
1320 watts: 120 volts AC. 


LST $3995 


PRICE 
(incl. Govt. Tax) 


— 

# 

: 

Uaperererereee J 


THERMADOR 
Heat-Fan 


Winter heater, summer fan! For 
years America's leading electric 
heater. Safe, clean, efficient a 
popular seller. In 1320 or 1650 
watts 


LIST $1495 


PRICE 


(Incl Govt Tax) 


RK “Seven Leagues Ahead” 


THERMADOR 


ELECTRICAL MFG. CO.. « LOS ANGELES 22. CALI! 


December. 1948 
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Plug-In-Strip—Revised catalog CF-2 


contains 8 pages describing and illustra 
ting the plug-in strip manufactured | 
National Electric Products Corp., Pitts- 
burgh 30, Pa. The catalog gives de 
tailed instructions for plug-in strip i 
stallation in the store, office, showrooms 
etc Also covered are the fittn re 
quired in making this type of stalla 
tion. 





eccntion  » ELECTRICAL WHOLESALING 


[wo bulletins have 


Herman Nelson 


Portable Heaters 
been published by the 


Corp., Moline, Ill, that describe the 
company’s deluxe (Bulletin 3054) and 
economy (Form 3055) model oil-burn 
ing, electric powered, portable heaters. 
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CORRECTION 


We wish to call attention to our read 
ers that through an oversight the fol 
lowing new literature item was classi 
fied as “Electric Ranges” instead 
“Gas Ranges.” We apologize for the 
error and reprint here the item as it 
should have appeared. “Gas Ranges 
A 76-page catalog illustrates with the 
use of product pictures and sketches 
the outstanding features ot the various 
types of gas ranges made by the Geo 
>. Rope Corporation, Ro kford, [li 
nois.”’ 





Long on service . . 


. and repeat orders 
NALCO “2.” LAMPS 
RED 
The efficiency 


and dependability of Nalco 
Infra-Red Lamps bring you steady demand 
from satisfied users. Especially designed for 
industrial use, long-lasting carbon filament 
and sealed, reinforced base. Available in 
either inside aluminumed or clear glass type. 


Nationally Advertised 











NORTH AMERICAN 
Electric Lamp Co 


ST. LOUIS 6, MO. 


1034 TYLER ST. 


U. S. Patent No. 1.933.555 


SOLDERLESS | 
WIRE CONNECTORS 
FAST! EFFICIENT! ECONOMICAL ! 


STRIP ENDS! 


~_— 
MA 


SCREW IT! 
THAT'S ALL WITH SCRU-ITS! 


SOLAR ELECTRIC CORPORATION 


WARREN, PA. 
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) SWITCH “ON” © recutarty 


@ AUTOMATICALLY 


P SWITCH OFF?’ evectricauy 


WITH A FAMOUS TORK TIME SWITCH 


PLAIN OR ASTRONOMICAL 





Tork Clock Time Switches are world re- { 
nowned for their dependability and ac- | 
curacy. They require no regular atten- 
tion, and are available in many electrical 





capacities for both indoor and outdoor 
use. 


There’s a TORK CLOCK for every need. 
Economically priced from 
free literature. $9. 50 


Send for 
NEW SPECIAL 
e 








1 GROVE ST., MOUNT VERNON, N. Y 
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FEATURES ASTRONOMIC “FOLLOW the SUN” 
PAINE 


30 HOUR SPRING RESERVE. 
CLOCK CO., Inc. 
‘Sudden Depth 5 
DRILLS 








Cords and 
Cord Sets 


Selected by 
leading manufacturers 
.why not by you! 


CUT HOLES FASTER 
WITH LESS EFFORT 


Paine “Sudden Depth 
drills, Carboloy tipped 
cut through wood, con 
crete or any non-metallic 
material faster, easier 
than ordinary drills. Be 
cause they are ‘dia 
mond-hard,” they last 
longer . . . require less 
sharpening. Priced low 
er than ever. Use in any 
slow speed Electric Drill 

“Sudden Depth” drills 
are available in two 





A full line of 
Flexible Cords for the 
Repair and Service 
Industry, obtain- 


styles eee Fluted Shank able through jobbers 
for deep holes, and ° ° 5s 
Round Shank for shal and distributors 






low anchor holes. Ex 
tensions can be easily 
welded to either model 
for any length drill. Send 
for descriptive literature. 





Approved by 
Underwriters’ 
Laboratories 








THE PAINE COMPANY 


2979 Carroll Ave., 


CORNISH WIRE CO., inc. 
15 Park Row, New York 7, N.Y. 


Chicago 12, Illinois 
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head, 
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used. 
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Sherman hi 


save time, 


What's more, 
be salvaged 


These Sherm 


fications and P 


B. Sherman Mfg. Co- 
: Battle Creek, 






ilicon 
+ ength ae 
gh “Connector. Die: 
Fu ex 
threads. aod. 


thick nut, 


Service 
recision 

ex +ra 
rced space’: 



















and other * . 
Solderless — Weegecror 
hey not only Con 

but they 4 


nstalled by 
jenced men. 


an Con- 


nectors make — 1 

efficient, pe’ m eur 

connections Try om: ee 
at $* Groun 

re rices. aime. 


Mich. 
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When you help a customer solve 
a problem —you make a friend 


By carrying to your prospects and customers information 
about the products you sell that will help solve the problems that 
arise daily in every plant or business, you can render a service 
that will put you in “solid” with buyers. 


For example: Production men are often troubled by: 

Protective devices opening needlessly and causing unnecessary shut- 

downs—or by 

Motors burning up on single phasing or other electrical overloads 
or by 

A transformer or solenoid burning up and causing operations to 

stop—or 

A larger motor must be installed and there is no place to put the 

larger size switch ordinarily needed—or 

Switches and panelboards are being destroyed by poor contact heat- 

ing—-or 

Heating in panels and switches is causing fuses to open needlessly 
and soon... 


Telling men so troubled about Fusetron dual-element fuses can 
make for you a friend. You get an order, too, but what is more 
important from the long swing viewpoint, you help build up the 
idea that when other problems arise, you are the man to consult 
...and what more can a salesman ask than to be so thought of by 
his customers. 


Don’t forget your “‘Assistant Salesman” 


When it comes to problems in electrical protection don’t forget 
that the BUSS Representative in your territory is ready and will- 
ing to pitch right in and work with you. 


Call on him whenever you feel that a little help would be useful 
to you in being of service to a customer or closing a fuse order. 


BUSSMANN MFC. CO., ST. LOUIS 


tric Company 


Sell FUSETRON dual-element fuses for installation 


throughout the entire electrical system 








